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ABSTRACT 
Definitions surrounding what constitutes an effective business network are both 
sporadic and incomplete. However, couching the formalized business network in voluntary 
organization literature and the corresponding definitions of organizational effectiveness, this 
study uses an emergent approach to examine the various perceptions (i.e.-the body of 
literature, the members of existing networks, and the directors of existing networks) of 
business network effectiveness. Using data from networked businesses (N=l,037) in 27 
different networks, results are compared and contrasted with the findings in the literature as 
they relate to business network effectiveness. In particular, I look for commonalities and 
discrepancies throughout the data. Finally, themes from in-depth interviews with the 
directors of the 27 networks are used to further explore any commonalities and differences in 
perceptions of business network effectiveness. 
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CHAPTER ONE: INTRODUCTION 
A common cliche used when discussing the pooling of resources for a common good 
or goal is: "strength in numbers." This idea never becomes more evident than when studying 
the concept of social networks. The concept of the social network and the benefit of 
constructing, establishing, and using links for the exchanging and sharing of information, 
resources, and people traverses many levels of analyses. In this paper, a specific type of 
network will be examined, the business network. A formalized business network will be 
defined as " .. . a group of businesses joined in a voluntary formal organization (i .e.-the 
network contains officers, by-laws, dues, regular meetings) of indefinite duration having as 
one primary goal the enhancement of business success" (Besser 2000). The business 
network is made up of private for-profit businesses. Private for-profit businesses are defined 
as "businesses dependent on the market economy for generating the means of survival" 
(Fottler 1981: 2). Business networks can encompass a wide range from community-based 
networks such as chambers of commerce to industry-based organizations such as a bankers' 
or chiropractors ' association. Community based business networks consist of businesses that 
share a location but vary in products and services, and an industry-based business network 
consist of businesses that share a product or service but may vary in location. 
The purpose of this study is to examine how the stakeholders of business networks 
define effectiveness, and it is assumed that business network effectiveness is a social 
construction defined by the network constituencies (in this case the directors and the 
members and the literature). In that business network effectiveness is a social construction, 
there will emerge different, possibly competing, definitions of effectiveness, and there will 
emerge a negotiated definition of effectiveness among the stakeholders created and 
maintained through ongoing social interactions. Specifically, I will compare and contrast 
definitions of effectiveness originating in the literature and in data collected from members 
of networks and directors of existing business networks. My research question is: What are 
the similarities and differences in business networks effectiveness among the body of 
literature, the members of business networks, and the directors of business networks? 
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Cameron and Whetten ( 1983) argue the centrality of effectiveness is crucial 
theoretically because it" .. .lies at the very center of all organizational models," empirically 
because it" .. .is the ultimate dependent variable in organizational research," and practically 
because " .. .individuals are continually faced with the need to make judgments about the 
effectiveness of organizations" (1983: 1-2). These same arguments hold true for the study of 
business networks. In addition, the importance of business network effectiveness in itself is 
not to be overlooked. Business networks play a vital role in the individual business success 
and business social responsibility, industry expansion or preservation, economic 
development, and community support (Piore and Sabel 1984; Consentino, Pyke, and 
Sengenberger 1996; Malecki and Tootle 1996; Perry 1999). Understanding business network 
effectiveness is much more important than running an efficient organization on minimal 
resources; the outcomes can result in the livelihood of small businesses in rural areas, the 
economic vibrancy of a staggering local economy, or the increase in awareness by businesses 
regarding social responsibility. 
The comparison of perspectives (the literature, the members, and the directors) will 
apply organizational effectiveness to different domain-with little scholarly attention-in 
order to help to ground scholarly perspectives in real experiences of network stakeholders. 
The literature from nonprofit, voluntary associations will be used as a framework for the 
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discussion of business network effectiveness. Finally, by using the emergent approach for 
evaluating the various definitions and perceptions of business network effectiveness, a much-
needed exploration of the business network effectiveness will be examined. 
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CHAPTER TWO: LITERATURE REVIEW 
Why Study Business Networks? 
Before moving on to business network effectiveness, it is essential to discuss both 
what business networks do and why they are important. The study of business networks 
became a popular subject of study in the early 1980's with the work done by Piore and Sabel 
(1984). The focus of their study was on the success of the industrial networks in Italy and 
Germany within a changing and emerging global economy. From the works of Piore and 
Sabel, research on industrial-sector networks began to look at a variety of different aspects of 
business networking. In particular, much of the research conducted has looked at the many 
benefits that networks offer to businesses. Businesses from small to large can benefit from 
networking, but it is especially useful and crucial for small to medium-sized firms (Pyke and 
Sengenberger 1992; Baird et al 1993). Some of the major advantages for networked 
businesses include access to valuable information (Grabher and Stark 1997; Uzzi 1999; 
Gulati and Gargiulo 1999), opportunity to share resources, increased innovation and 
technological capabilities, and increased clout with regard to the industry and public policy 
(Piore and Sabel 1984; Consentino et al. 1996; Bennett 1996; Malecki and Tootle 1996; 
Perry 1999). 
Two very important aspects of business networking have to do with gaining access to 
critical information and the sharing of resources (Grabher 1993; Human and Provan 1996; 
Gulati and Gargiulo 1999; Perry 1999). Members of a network join for the purpose of 
gaining access to information and crucial resources (Gulati and Gargiulo 1999). The 
increased opportunity for the sharing of information and resources allows small businesses 
that may not have the necessary financial capital to learn from other member businesses and 
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vice-versa. Some of the obvious advantages can be seen sharing ideas on products or sharing 
marketing strategies. Shared resources also take the form of businesses sharing the costs of 
employee training or benefits packages, collaborative research and arrangements, and buying 
cooperative agreement for wholesale products (Grabber 1993; Perry 1999). 
Another important part of business networking deals with technology transfer 
(Consentino et al 1996; Malecki and Tootle 1996; Chisholm 1998; Perry 1999) and 
innovation (Kale, Singh, and Perimutter 2000; Powell, Koput, and Smith-Doerr 1996; Pyka 
and Kuppers 2002). Increased technological capabilities among member businesses can be 
especially useful in cases where the need for certain or specific types of technology are 
required in a given industry. For example, the Baden-Wurttemberg region, where networks 
of engineers in southern Germany exchanged and shared ideas resulting in the adaptation and 
the technological transfer of automobile production, machine tools, and electronics (Perry 
1999). Perry (1999) writes: "The core of this method lies in improving the status of 
production workers to that of 'engineer craftsmen' through high levels of vocational 
training ... " (1). 
Innovation, or the adaptation of product, services, technology, or organizational 
structure, can be increased with the cooperative interaction and trust among member 
businesses of a network (Piore and Sabel 1984; Perry 1999). The increasing importance of 
innovative processes by small business firms is becoming more and more relevant for 
business success (Pyka and Kuppers 2002). Constraints caused by the external environment 
can be very difficult for small businesses to react and adapt to; therefore, the possibility of 
increased innovation among business firms can result from the sharing of important 
information and resources making them more innovative (Kale, Singh, and Perlmutter 2000). 
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Finally, beyond increases in access to information, sharing of resources, and access to 
technology and innovation, business networks can play a pivotal role establishing political, 
social, and economic clout (Bennett 1996; Perry 1999). As individual entities, many small to 
medium-sized businesses do not have the needed resources to influence and possibly change 
public policy and industry rules and regulations. However, as a group of networked 
businesses, the potential for influence and change is much stronger. Whether trying to 
change city ordinance regulations, create state licensure requirement, or gaining entrance to 
new industries or customers, the networking of businesses can give a significant voice to 
smaller businesses, which may not otherwise have a say (Bennett 1996; Perry 1999). 
Business networks are important because they afford businesses the opportunity to 
gain access to the previously mentioned benefits. These attainable benefits can be crucial in 
improving overall business success. Most importantly the end result is that business 
networks can help influence overall business success (Piore and Sabel 1984; Jarillo 1988; 
Tjosvold and Weicker 1993; Consentino et al. 1996; Malecki and Tootle 1996; Bennett 1996; 
Perry 1999). Baird et al. (1993) looks at cooperative networks and concludes that small 
businesses, businesses under 500 employees and gross at least one million dollars in sales, 
can benefit greatly through cooperative alliances. They found that some networked 
businesses increase their overall success by growing in size and profitability (Baird et al. 
1993). Despite the importance of business networks, many small businesses are still not 
taking advantage of business networking opportunities (Birley 1985; Malecki and Tootle 
1996). 
The literature identifies many possible reasons why businesses are not taking 
advantage of networking opportunities, including: unaware of advantages, unaware of 
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networking opportunities, and unable to join because cost, money, time, is too high, (Birly 
1985; Curran et al 1993; Bureau of Industry Economics 1995 Malecki and Tootle 1996). 
This lack of responsiveness from businesses, in part, leads to the importance of this paper: 
understanding business network effectiveness. Additionally, much of the literature deals 
with and implies the idea or concept of effectiveness in terms of commitment, trust, 
cooperation, and communication (Aldrich and Zimmer 1986; Thorelli 1986; J arillo 1987; 
Jarillo 1988; Bresser 1988; Birley, Cromie, and Myer 1991; Borch and Huse 1993; Ostgaard 
and Birley 1994; Borch and Arthur 1995; Hunan and Provan 1996; Malecki and Tootle 1996; 
Ramaseshan and Choon Loo 1998; Zaheer, McEvily, and Perrone 1998; Kale, Signh, and 
Perlmutter 2000; BarNir and Smith 2002, Gulati 2003). 
The "How to" Business Network Literature 
The literature is rich in discussion of the benefits of business networks, or the "why 
to"; however, the discussion on the "how to," especially the "how to" effectively is sporadic 
to nearly non-existent. Most of the business network literature takes on an applied approach 
putting forth a sort of "one-size fits all" discussion of business network effectiveness. For 
example, Chisholm ( 1998) discusses three types of networks and identifying several 
conclusions regarding the process, the perceptions, the development, and the maintenance of 
a sustainable business network. Based on qualitatively different organizational networks, 
industrial communities, rural businesses, and community organizations, Chisholm states 
some important findings for developing and maintaining business networks as well as some 
potential challenges, including: 
-use easy to understand network concepts , 
-develop a plan of action and framework to achieve given goals, 
-change and adjust to the needs of the organization, 
-integrate network activities and development work, 
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-remember this is both a member first and member's organization, 
-create the needed organizational framework for the network, and 
-remember the creating and maintaining a business network is timely and messy (1998: 230). 
Chisholm states that these conclusions are not prescriptive tenets for business networks to 
follow; rather, guidelines for effective development and sustainability. And although these 
conclusions may be important for understanding general information on how to network, 
they are not very useful when discussing network effectiveness. 
Another important "how to" piece was done by Candace Nelson (2004). Again, the 
focus of her guide is to explain both the "why" or the importance and benefits of networking 
as well as the "how to" network. Nelson discusses a range of entrepreneurial network types. 
Like Chisholm, she offers very helpful tools of assessment and comes to important 
conclusions that traverse a wide range of business networks: 
-Developed a vision and goals for the network that is embraced by the entire organization and that is a 
good fit with our program, clients and context. 
-Worked with clients and other potential members to identify activities that respond to client needs and 
network goals. 
-Selected the benefits that will be accessible to network members. 
-Allocated staff and budget to building network activities and a benefits package. 
-Decided on a fee structure for network membership. 
-Designed mechanisms for member participation in network decisionmaking. 
-Developed strategies for training and supporting network leadership (especially for peer lending 
networks and affinity groups). 
-Decided the type and location of physical space to provide for the network and how much to nourish 
that space as a gathering place. 
-Found ways to make participation in the network meetings easy for members. 
-Developed incentives for attendance and participation. 
-Thought about ways to sustain the participation of network members who are experienced 
entrepreneurs. 
-Identified strategies for using the network to connect members to the broader business community. 
-Identified potential partnerships that the network can forge to help members gain access to more 
diverse resources (Nelson 2004: 15). 
Again, these points are useful and help businesses create and maintain a network, but there is 
a lack academic discussion regarding the source and validity of the advice given for effective 
business networks. Although both Chisholm and Nelson are putting forth an applied 
discussion of business networks, they do imply the definition of network effectiveness in 
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their findings. In other words, the "how to" becomes synonymous with "this is what an 
effective network looks like." Beyond the applied realm, studies of network effectiveness 
are nearly nonexistent. Again, within the literature on network effectiveness, most of it deals 
with why business networks are important, but they do not discuss what effective networks 
look like or act like or even how they are defined. 
The lack of scholarly attention on business network effectiveness is the major issue 
confronted in this paper. Perhaps the lack of responsiveness from small business firms to 
join business networks may be due to the lack of business network effectiveness, which has 
not been outright confronted within the literature. Based on the reasons given by the 
literature of why businesses are not joining networks, the need for understanding business 
network effectiveness is extremely important for both the ultimate survival and success of 
individual businesses as well as networks. Due to the incompleteness of research on business 
network effectiveness, the use of voluntary, nonprofit literature will be crucial in the 
exploration of organizational effectiveness. By addressing the possible ways that 
effectiveness is understood by potentially competing and emerging definitions by the 
different constituencies involved (literature, members, and leadership), a much more in-depth 
understanding of business network effectiveness can be addressed. 
Voluntary, Nonprofit Associations and Organizational Effectiveness 
The literature on organizational effectiveness is both vast and contentious. 
Arguments ranging from the subjectivity-objectivity of effectiveness to process-outcome 
assessment of effectiveness to for-profit-nonprofit definitions of effectiveness make up but 
only a part of the literature on organizational effectiveness. For these reasons, I take the 
position that organizational effectiveness is a social construct with varying subjective, 
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possibly competing, definitions within a voluntary, nonprofit organizational framework. 
Furthermore, an evaluative approach will be the apparatus for examining the various 
definitions. Within these two frameworks , I will present and elaborate the meanings of 
organizational effectiveness. Before addressing the definitions involved, a discussion and 
justification of why the use of voluntary literature and why emergent theory approach will be 
confronted. 
The Non-profit, For-profit Distinction 
The first important distinction involves nonprofit and for-profit organizations and 
why it is a worthwhile task of placing the business network within the voluntary, nonprofit 
literature on effectiveness. There has been an array of literature that has confronted problems 
with having a one size fits all assessment of organizational effectiveness (Webb 1974; Fottler 
1981; Cameron and Whetten 1983; Knoke and Prensky 1984; Rojas 2004; Parhizgari and 
Gilbert 2004). Webb (1974) was one of the earliest discussants to address the problems that 
arise by using for-profit criteria for the assessment of nonprofit effectiveness. Using as 
empirical evidence the exploration of organizational effectiveness of voluntary church 
organization, Webb found that " ... the same development programs used on business 
organizations and government organizations will not necessarily be effective in religious 
organizations" (1974: 676). Webb applied various for-profit criteria, which led him to 
develop and discuss a more useful and applicable tool for assessing effectiveness of 
nonprofit, voluntary organizations. 
Knoke and Pren sky ( 1984) stated that there is a qualitative and fundamental 
difference between business firms and voluntary associations. Using five distinguishing 
characteristics of an organization (incentive systems and participant commitment, formal 
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structure, leadership and authority, environmental conditions, and organizational 
effectiveness), they develop a typology of the for-profit business firm and the nonprofit 
voluntary association finding major differences between the two types of organization. The 
authors depict the differences as follows: 
TABLE 1. Coml!arison of Firms with Voluntarr Associations 
DIMENSION Incentive Systems Formal Structure Leadership and Environmental Effectiveness 
and Participant Authority Conditions 
Commitment 
FIRMS Utilitarian-centered Complex, division Hierarchical Specialized Goals of profits, 
incentives systems of labor, vertical authority patterns structures favored growth 
and horizontal in stable 
Resources from differentiation Centralized environments Quantifiable 
markets decision making performance 
Occupy central outcomes 
Professionalized positions in 
leadership interorganizational 
networks 
ASSOCIATIONS Normative, Simple division of Collegial, Generalist Goals of 
affective-centered labor and formal confederated structures favored aggregating and 
incentive systems internal structure authority patterns in turbulent expressing member 
environments interests 
Dependent on Democratic 
members and ideology and Occupy peripheral, Ambiguous and 
constituents for decision making dependent positions diffuse measures of 
bulk of resources in networks goal attainment 
Amateur leadershi 
*Knoke and Prensky 1984 
Despite some of the shortcomings of these typologies (Hall 2002), the distinctions between 
business firms and voluntary associations become much more clear through its use and offers 
a steppingstone for understanding the organizational differences. 
I contend that business networks are more closely related to voluntary associations 
than business firms. Sobieraj and White (2004) divide voluntary associations into three types 
of organization: social welfare, member-benefit, and charitable organizations (742). 
Business networks fall under the member-benefit organization, or a voluntary organization 
that promotes the interests of members, community, or industry. Despite the business 
networks reliance on businesses (or organizations reliant on the market economy and strive 
for profit) as a membership base, they share multiple distinguishing characteristics with 
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voluntary organizations. The major similarities include: reliance on volunteerism 
(leadership), commitment to network, trust and cooperation, communication, many 
measurable benefits (in terms of projects, activities, policy change), increased technology 
capabilities, more innovative, and multiple (possibly ambiguous) outcomes (see Table #2). 
Through the use of measurement outcomes found within social capital literature, an 
adaptation of proximal and distal outcomes presented by Stone (2001) will be used. 
Proximal outcomes in social capital literature refer to " ... outcomes of social capital related to 
its core components" (2001 : 5); in other words, outcomes that have a direct measurable 
outcome due to social capital such as civic engagement (2001). The same general idea will 
be referred to when discussing proximal outcomes of business networks. For example, 
proximal outcomes of business networks could include legislative lobbying and information 
exchange. 
As for distal outcomes, they " ... are outcomes of social capital which are not directly 
related to its key components" (Stone 2001: 5). For social capital, distal outcomes refer to 
such measures as life expectancy, suicide rates, crime rates, employment and unemployment 
rates. For business networks, distal outcomes will be addressed as: business success (profit, 
growth, longevity), social/community responsibility, and economic development. They are 
the ultimate goals for which the proximal outcomes are the means. This realization is subject 
to numerous exogenous environmental factors. In addition, the distal outcomes are long term 
and difficult to quantify. 
Table 2: Comparison of Similarities 
Voluntary, 
nonprofit 
Proximal outcomes 
Volu11teeris111 (Knoke and Prensky 1984; Herman 1990; 
Hammer and Wazeter 1993 ): 
-leadership (Jackson and Holland 1998; Herman and 
Distal outcomes 
Target populatio11 success (K11oke and Prensky 1984, 
Hermnn 1990; Eisinger 2002) 
Table 2. (continued) 
association Renz 2000; Snavely and Tracy 2002; Win.i: 2004) 
Business 
networks 
Commitment to organization (Knoke 1981; Herman 
1990) 
Trust and cooperation (Knoke 1981 ; Snavely and Tracy 
2002) 
Communication (Knoke 1981) 
Many measurable benefits (Webb 1974;Knoke and 
Prensky 1984; Tassie et al 1998; Henrwn and Renz 
1999; Wing 2004): 
-educationallinformatio11al opportunities (Herman 
1990) 
-influence public policy (Herman 1990; Hammerand 
Wazeter 1993) 
-technological capabilities (Eisinger 2002) 
-innovativeness (Eisin}!er 2002) 
Volunteerism (Bresser 1988; Ostgaard and Birley 1994; 
Hunan and Provan 1996; BarNir and Smith 2002, 
Gulati 2003): 
-leadership (Thorelli 1986; Bresser 1988; Borch and 
Huse 1993; Nelson 2004) 
Commitment to organization (Borch and Arthur 1995; 
Ramaseshan and Choon Loo 1998; BarNir and Smith 
2002) 
Trust and cooperation ( Jarillo 1987; Jarillo 1988; 
Borch and Arthur 1995; Malecki and Tootle 1996; 
Ramaseshan and Choon Loo 1998; 'Zaheer, McEvily, 
and Perrone 1998; Kale, Signh, and Perlmutter 2000) 
Communication (Aldrich and Zimmer 1986; Birley, 
Cromie, and Myer 1991; Ramaseshan and Choon Loo 
1998) 
Many measurable benefits (Piore and Sabel 1984; 
Aldrich, Rosen, and Woodward 1987; Baird, Lyles, and 
Orris 1993; Borch and Arthur 1995; Consentino et al. 
1996; Donckels and Lambrecht 1997; Kale, Signh, and 
Perlmutter 2000; Thorelli 2003): 
-educational/informational opportunities (Grabher and 
Stark 1997; Uzzi 1999; Gulati and Gargiulo 1999; 
Hanna and Walsh 2002) 
-influence public policy (Bennett 1996; Chisholm 1998; 
Perry 1999; Nelson 2004) 
-technological capabilities (Tlwrelli 1986; Consentino 
et al. 1996; Malecki and Tootle 1996; Chisholm 1998; 
Perry 1999) 
-innovativeness (Powell et al. 1996; Kale et al. 2000; 
Pyka and Kuppers 2002) 
Mission/objective attainment (Knoke and Prensky 
1984; Herman 1990; Eisinger 2002) 
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Community support/social responsibility (Knoke and 
Prensky 1984; Herman 1990) 
Target population success (Pio re and Sabel 1984; 
Jarillo 1988; 1]osvold and Weicker 1993; Consentino 
et al. 1996; Malecki and Tootle 1996; Bennett 1996; 
Perry 1999; Gulati, Nohria, and 'Zaheer 2000): 
Mission/objective attainment ( Jarillo 1988; 1]osvold 
and Weicker 1993; Consentino et al. 1996; Malecki 
and Tootle 1996; Bennett 1996; Perry 1999): 
Community support/social responsibility (Malecki 
and Tootle 1996) 
Typically, both voluntary organizations and business networks access only limited financial 
resources forcing reliance on volunteerism (Knoke and Prensky 1984; Bresser 1988; Herman 
1990; Hammer and Wazeter 1993; Ostgaard and Birley 1994; Hunan and Provan 1996; 
BarNir and Smith 2002, Gulati 2003). In particular, both organizations rely heavily on 
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volunteers in positions of leadership (Thorelli 1986; Bresser 1988; Borch and Huse 1993; 
Jackson and Holland 1998; Herman and Renz 2000; Snavely and Tracy 2002; Nelson 2004; 
Wing 2004). Similar to issues involving voluntary participation and leadership, both 
organizational types require high levels of member commitment (Knoke 1981; Herman 1990; 
Borch and Arthur 1995; Ramaseshan and Choon Loo 1998; BarNir and Smith 2002), trust 
and cooperation (Knoke 1981; Jarillo 1987; Jarillo 1988; Borch and Arthur 1995; Malecki 
and Tootle 1996; Ramaseshan and Choon Loo 1998; Zaheer, McEvily, and Perrone 1998; 
Kale, Signh, and Perlmutter 2000; Snavely and Tracy 2002), and open and common avenues 
of communication (Knoke 1981; Aldrich and Zimmer 1986; Birley, Cromie, and Myer 1991; 
Ramaseshan and Choon Loo 1998) to accomplish organizational goals. 
Voluntary associations and business networks also share many similarities in terms of 
measurable benefits (Webb 1974; Knoke and Prensky 1984; Piore and Sabel 1984; Aldrich, 
Rosen, and Woodward 1987; Baird, Lyles, and Orris 1993; Borch and Arthur 1995; 
Consentino et al. 1996; Donckels and Lambrecht 1997; Tassie et al 1998; Herman and Renz 
1999; Kale, Signh, and Perlmutter 2000; Thorelli 2003; Wing 2004). Both organizations 
have educational opportunities and information exchange (Herman 1990; Grabher and Stark 
1997; Uzzi 1999; Gulati and Gargiulo 1999; Hanna and Walsh 2002), influence public policy 
(Herman 1990; Hammer and Wazeter 1993; Bennett 1996; Chisholm 1998; Perry 1999; 
Nelson 2004), and increase technology transfer and innovativeness (Thorelli 1986; 
Consentino et al. 1996; Malecki and Tootle 1996; Powell et al. 1996; Chisholm 1998; Perry 
1999; Kale et al. 2000; Eisinger 2002; Pyka and Kuppers 2002). 
The final similarities lie in the distal outcomes. Both organizational types target a 
given population (Knoke and Prensky 1984, Piore and Sabel 1984; Jarillo 1988; Herman 
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1990; Tjosvold and Weicker 1993; Consentino et al. 1996; Malecki and Tootle 1996; Bennett 
1996; Perry 1999; Gulati, Nohria, and Zaheer 2000; Eisinger 2002) for attaining a given 
mission, goal, or objective (Knoke and Prensky 1984; Herman 1990; Jarillo 1988; Tjosvold 
and Weicker 1993; Consentino et al. 1996; Malecki and Tootle 1996; Bennett 1996; Perry 
1999; Eisinger 2002). Additionally, both voluntary associations and business networks offer 
community support and influence social responsibility (Knoke and Prensky 1984; Herman 
1990; Malecki and Tootle 1996). 
As seen in table 2, there are important similarities between business networks and 
voluntary associations. Despite these overlapping characteristics, it is important not to 
overstate the similarities of nonprofit, voluntary associations and business networks because 
these organizations do have very distinct differences. For this reason, the differences will 
also be discussed and addressed. The major differences include: large proportion of proximal 
outcomes are economic in nature, focus on marketing/advertising opportunities, difference in 
social responsibility focus, and distal outcomes of for-profit business member success, 
industry expansion/preservation, and economic development. 
Table 3: Comparison of Differences 
Proximal outcomes Distal outcomes 
Voluntary, Many measurable benefits (Webb 1974;Knoke Target population success (Webb 1974; Knoke 
and Prensky 1984; Herman 1990; Tassie et al and Prensky 1984, Herman 1990; Eisinger 
nonprofit 1998; Herman and Renz 1999; Wing 2004): 2002): 
association -benefits intended and go beyond dues-paying -overcoming given problem 
members -social change 
Community support/social responsibility 
(Knoke and Prensky 1984; Herman 1990): 
-social chanl!e 
Business Many measurable benefits (Aldrich, Rosen, and Target population success (Piore and Sabel 
networks 
Woodward 1987; Baird, Lyles, and Orris 1993; 1984; Jarillo 1988; Malecki 1988; 1]osvold and 
Borch and Arthur 1995; Consentino et al. 1996; Weicker 1993; Consentino et al. 1996; Human 
Donckels and Lambrecht 1997; Kale, Signh, and and Provan 1996; Malecki and Tootle 1996; 
Perlmutter 2000): Bennett 1996; Perry 1999; Gulati, Nohria, and 
-resource sharing for economic gain (Thorelli 'Zaheer 2000): 
1986; Human and Provan 1996; Malecki and -business success-increased prr!fitability, 
Tootle 1996; Hanna and Walsh 2002; Thorelli growth, risk resilient, longevity, increased 
2003) comvetitive cavabilitie 
Table 3. (continued) 
-innovativeness for economic gain (Powell et al. 
1996; Kale et al. 2000; Hanna and Walsh 2002; 
Pyka and Kuppers 2002) 
-adoption of new technologies for economic gain 
(Thorelli 1986; Consentino et al. 1996; Malecki 
and Tootle 1996; Chisholm 1998; Perry 1999) 
-marketing/advertising for economic gain 
(Thorelli 1986; Hanna and Walsh 2002) 
The Subjective-Objective Debate 
-industry expa11sion or preservation-industry-
based networks 
-local eco11omic development-community-
based networks 
Community support/social respo11sibility 
(Malecki and Tootle 1996): 
-social resvo11Sibilitv 
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The second distinction deals with discussions around the subjective-objective nature 
of the concept of organizational effectiveness. Organizational effectiveness has a wide 
variety of conceptual definitions and operationalizations. Depending on what aspect or angle 
of effectiveness is being looked at, the difference will vary greatly. Variation depending on 
what part of an organization is being studied, whether process or structure or inputs or 
outputs, many of the outcomes and variables will drastically change while subsequently 
arguing the preservation of an objective measure of organizational effectiveness (Steers 
1975; Cameron and Whetten 1983; Seashore 1983; Cameron 1986; Robbins 1990; Forbes 
1998; Herman and Renz 1999; Hall 2002; Scott 2003). Within the nonprofit, voluntary 
literature, the discussion of a blanket concept and understanding of organizational 
effectiveness is both unattainable and non-existent (Herman 1990; Herman and Renz 1997; 
Forbes 1998; Herman and Renz 1998). Some of the earliest discussions of organizational 
effectiveness were posited in a goal attainment or rational goal model (Perrow 1961; Simon 
1964; Mahoney and Weitzel 1967; Mahoney and Weitzel 1969). As effectiveness studies 
progressed, the deficiency of the rational goal model became apparent, and, as a result, the 
discussion began to take on a new life, and the once seemingly lucid picture of the core 
purpose of organizations, their effectiveness, became increasingly ambiguous (Steers 1975; 
Cunningham 1977; Jobson and Schneck 1982; Goodman et al. 1983; Cameron and Whetten 
1983; Gaertner and Ramnarayan 1983; Zammuto 1984). With a more nuanced 
understanding of organizational effectiveness, scholars began calling for using multiple 
criteria for measurement (Seashore 1983). 
First, we must abandon the notion that there exists some "true" or "objective" degree of OE 
for a given focal organization; the effectiveness estimates are always plural-potentially 
different and equally valid estimates for each constituent or constituency population. Second, 
there are powerful social dynamics operating that have the effect of inducing some degree of 
compatibility in value perspectives among key constituencies, and lacking means for 
imposing their own values, tend to change their values or cease to be a significant 
constituency; that is they die or quit or take their trade elsewhere. Third, it is important for 
the observer or researcher to identify the constituency or constituencies for whom 
effectiveness is being evaluated" (1983 : 64). 
A good example of the ambivalence around effectiveness can be seen in a study by 
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Tassie, Murray, and Cutt (1996; 1998). In this study, Tassie et al. (1998) looked at how three 
funding organizations evaluated the same two social service agencies. The findings suggest 
the concept of organizational effectiveness becomes fuzzy and depicts a competing 
definitional framework of what constitutes an effective organization and is therefore worthy 
of funding. The findings from this study suggest that effectiveness is anything but an 
objective outcome of organizational effectiveness, and depending on who is doing the 
evaluation of the organization, the meaning and definition of effectiveness can differ 
significantly (1998). 
Theoretical Approaches of Organizational Effectiveness 
Similar to the findings of Tassie et al (1996; 1998), scholars of voluntary, nonprofit 
literature have come to agreement that effectiveness is a social construct with differing and 
sometimes competing definitions of what is organizational effectiveness (Herman and Renz 
1998). As a result, many of the effectiveness studies have adopted an integrated and 
multidimensional model of measuring organizational effectiveness (Sowa, Coleman-Selden, 
Sandfort 2004), which leads to the final distinction. The final distinction deals with the 
theoretical discussions of voluntary, nonprofit effectiveness. Much of the research over the 
last twenty years regarding voluntary, nonprofit effectiveness has shifted toward utilizing a 
more emergent approach to understanding organizational effectiveness (Forbes 1998). 
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Early discussions fell into either a goal attainment approach or a systems resources 
approach. Simply, the goal attainment approach assumes that organizational goals are 
unequivocal and measurable (Forbes 1998). The problems facing the goal attainment 
approach is based in the tautological argument of "its effective because its effective" stance. 
The problem is the definition of an effective organization is defined by the extent to or how 
well an organization achieves its desired goals. While this is a partially attainable feat, this 
approach assumes goals are easily identifiable, completely ignores major parts of the 
organization, simplifies, reduces, and reifies effectiveness measures, and fails to address 
competing definitions of effectiveness (Robbins 1990; Forbes 1998). 
The second approach, the systems resources approach, has also played a significant 
role in the development of voluntary, nonprofit effectiveness literature. This approach 
assumes effectiveness is defined by " . . . organizations' abilities to exploit resources from their 
environments, using political, institutional, and economic means to sustain their own 
functioning" (Forbes 1998: 186). A system resources approach considers the ultimate 
survival and the organizations interaction with the environment as its measures of 
effectiveness. This approach takes a broader approach to understanding effectiveness than 
the goal attainment but still has major flaws. First, the systems resources approach assumes 
the organization is made up of "interrelated subparts" and if any one of these parts fails to 
perform the definition of effectiveness can be misinterpreted (Robbins 1990: 58). The major 
limitations of this approach deal with issues of measurement (specifically, is it possible to 
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quantify processes?) and whether or not the process of reaching "effectiveness" really matter 
if the goal, the objectives, or the mission are defined as effective (62). 
In addition to the goal-attainment and the systems resources approach, other 
frameworks of effectiveness have been utilized within studies of voluntary, nonprofit 
organization. Forbes (1998) refers to these approaches as reputational approaches and 
multidimensional approaches. The reputational approach, also part of the strategic 
constituencies approach (Robbins 1990), looks at effectiveness as measured in terms of how 
various groupings or constituencies perceive effectiveness. This approach assumes that 
effectiveness is defined according to the organizations ability to appease "those 
constituencies in its environment from whom it requires support for its continued existence" 
(62). While the reputational approach brings in a very important piece to understanding 
effectiveness, the problem with this approach is that it sees the organization as a political 
arena where effectiveness is how much one can satisfy its constituencies. The problem with 
this approach deals with separating the organization, the constituencies, and the environment 
(66). All of these problems seem to be both very difficult to overcome and idealistic tasks. 
The final approach identified by Forbes (1998) within the voluntary, nonprofit 
literature is a multidimensional approach to understanding effectiveness. One specific 
multidimensional approach that has been both widely applied to understanding effectiveness 
and is quite well developed is the competing values framework (Quinn and Rohrbaugh 
1983). The competing values framework is a spatial model, which incorporates three 
continua (flexibility-control, internal-external, and means-ends) for establishing 
organizational effectiveness (Quinn and Rohrbaugh 1983; Robbins 1990; Forbes 1998; Rojas 
2004). The three continua hold various axes creating four separate quadrants of 
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organizational effectiveness measures: 1) human relations model-"cohesive (as means) and 
skilled (as ends) work force," 2) open-systems model-"flexibility (as means) and the ability 
to acquire resources (as ends)," 3) rational-goal model-"existence of specific plans and 
goals (as means) and high productivity and efficiency (as ends),'' and 4) internal-processes 
model-"people and control and .. . adequate dissemination of information (as means) and 
stability and order (as ends)" (Robbins 1990: 70-71 ). Despite the fact that the competing 
values model (and other multidimensional approaches) are much more inclusive measures 
and get closer to understanding organizational effectiveness than many of the other models, 
they still have limitations. In particular, the competing values approach includes all of the 
same issues that hinder the strategic constituency approach (separating organization, 
constituencies, and environment) and does nothing to overcome these problems (Robbins 
1990). 
Despite this seemingly elusive concept, organizational effectiveness and attempts to 
measure and define it, as stated earlier, will not go by the way side because of the centrality 
effectiveness plays within the study of organizations (Cameron and Whetten 1983). 
Furthermore, much of the effectiveness studies include a conflict in the evaluation of 
arbitrary effectiveness models, effectiveness outcomes are too narrow or too broadly defined, 
and outcomes are the dominant measure of effectiveness at the expense of process (Cameron 
1986). Because effectiveness is at the heart of all organizations and due to the problematic 
nature of effectiveness models, business network effectiveness, as a type of voluntary, 
nonprofit organization, will be addressed using the emergent approach suggested by Forbes 
(1998). By using the emergent approach, the data from the members and the directors of 
business networks is used inductively to address emerging definitions of business network 
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effectiveness. Afterwards, the findings from the members and the directors will be compared 
not only to each other but also with the literature in attempts to identify the social 
construction of business network effectiveness the members, the directors, and the literature. 
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CHAPTER THREE: THEORY 
What is the Emergent Approach? 
After discussing the array of approaches used to identify voluntary, nonprofit 
effectiveness, Forbes (1998) argues that much of the current literature falls under a new 
theoretical framework, which he refers to as an emergent approach. He argues: 
These studies have in common a view of the concept of organizational effectiveness as the negotiated 
product of repeated interactions between organizational actors and the environments in which they 
function . This view places an emphasis on understanding the interactions within and among 
organizations that lead to the development of criteria for evaluating organizational effectiveness as 
well as the roles that information and communication play in shaping judgments of effectiveness. 
[Furthermore,] in the emergent approach to organizational effectiveness, assessments of effectiveness 
are not regarded as objective facts but neither are they regarded as arbitrary or irrelevant. Rather, the 
emergent approach holds that definition and assessments of effectiveness have meaning but that the 
meaning is (a) created by the individual or organizational actors involved, (b) specific to the context in 
which it was created, and (c) capable of evolving as the actors continue to interact (1998 : 195). 
The emergent approach is a more inductive and comprehensive approach for identifying and 
examining organizational effectiveness. The use of an emergent approach within the 
voluntary, nonprofit literature has grown over the last twenty years. This shift in theoretical 
guidance has moved toward allowing those who are part of, connected to, or familiar with a 
given organization or found within the organizations environment to define its effectiveness. 
The emergent approach views effectiveness as a "negotiated" social construct developed and 
sustained through ongoing interactions of constituencies. 
Because of the stance of a negotiated social construct, the measures and definitions of 
effectiveness are real because they are defined real not because they are objective realities 
(Forbes 1998). In other words, as found in research by Tassie et al (1996; 1998) and Herman 
and Renz (1997), the definition, the measures, and the conclusion around what is and what is 
not effective can differ greatly depending on who is answering the questions. Because of the 
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array of possible answers to what is effective, the meanings, definitions, and assessments of 
effectiveness are created, context specific, and susceptible to change (Forbes 1998). 
Why use the Emergent Approach? 
To answer the question why use the emergent approach for exploring business 
network effectiveness, the seven guidelines for assessing organizational effectiveness 
identified by Cameron and Whetten (1983) will be used. The authors discuss seven guiding 
questions for assessing of organizational effectiveness studies. Each question will be stated 
and then answered as it relates to this project: 
Guide 1: From whose perspective is effectiveness being judged? Effectiveness will 
be judged from the perspectives of the members and the directors of the business network. 
Because the literature on business network effectiveness is nearly non-existent, the various 
definitions of why business networking is important (e.g., because it increases business 
innovativeness) will be used as definitions of what effective business networking looks like. 
Furthermore, the applied literature, which discusses the how to business network, will also be 
used. As for the business members, the use of a quantitative questionnaire will be used to 
identify what actual members of business networks think and perceive as the most beneficial 
and most important parts of business networks. Additionally, their perceptions of various 
measures of organizational effectiveness (e.g., effectiveness of leadership) will be analyzed. 
Finally, through in-depth interviews with network leadership (directors or presidents), a third 
component of business network effectiveness will be addressed. Through the voice of those 
involved in the leadership of the organization, various perceptions of effectiveness (what are 
the network major accomplishment?) will be examined. 
Guide 2: On what domain of activity is the judgment focused? Judgment is being 
made by all groups , which includes the use of Stone' s (2001) proximal and distal outcomes 
as an organizing method for comparison where proximal outcomes refer to the short-term 
goals (more easily measured than outcomes) that act as means to the achievement of distal 
outcomes. Distal outcomes refer to variables much more difficult to measure such as goals 
which are ideological in nature (industry success or community welfare) . 
Guide 3: What level of analysis is being used? The level of analysis will be 
addressed at the network level and through the body of literature on business networks. 
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Guide 4: What is the purpose for judging effectiveness? The purpose of judging 
effectiveness is not only to develop a better understanding of business network effectiveness 
but also to better understand organizations that promote small business success, industry and 
community success, and community welfare. The literature states businesses, specifically 
small businesses, that are networked are more socially responsible, are more involved and 
more committed to the local community, and are more successful resulting in a wide range of 
advantages for the individual business and a more vibrant local economy (Piore and Sabel 
1984; Consentino et al. 1996; Malecki and Tootle 1996; Perry 1999). 
Guide 5: What time frame is being employed? Because the literature argues that 
organizational effectiveness is a social construct susceptible to change, this question is 
particularly important. The project used a cross sectional time frame. Additionally, the data 
collection began in January of 2002 and final completion of data collection of both members 
and directors took place in May of 2003 . Therefore, the data collected may be more current 
and applicable to concerns of business network effectiveness literature than other older 
studies. 
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Guide 6: What types of data are being used for judgments of effectiveness? Data will 
be analyzed through the triangulation of the body of literature, quantitative data from 
structured and closed-ended business member surveys, and qualitative data from in-depth and 
opened-ended questionnaires with network directors. The information on both "why to" and 
"how to" business networks will make up the basis of the literature. The member surveys 
data comes from current member businesses of already existing networks. Finally, the 
qualitative director data comes from in-depth interviews with individuals in leadership 
positions of already existing networks, which also correspond with the networks from which 
the member data was collected. 
Guide 7: What is the referent against which effectiveness is judged? Because this 
study posits a social constructionist approach to business network effectiveness the referent 
group of effectiveness is beside the point. In other words, effectiveness is what the 
stakeholders say effectiveness is. Therefore, there is no referent group. 
From the use of a triangulation of the literature, the members, and the directors, the 
possibility for potential discrepancies among what is viewed as effective is likely. For this 
reason, the use of the emergent approach, or allowing the data to speak for itself, becomes 
very important. The application of already prescribed definitions of what effectiveness looks 
like is not a useful tool for an area of study that does not have and has not had a 
comprehensive discussion on business network effectiveness. Therefore, the literature will 
be used as a comparison group with what the members and the directors identify as business 
network effectiveness. This comparison of perspectives will apply the concept of 
organizational effectiveness to subject area with little scholarly attention and will ground the 
concept of business network effectiveness in the experiences of network stakeholders. 
What will This Approach Lead Us to Believe? 
The use of the emergent approach lends a solid foundation to the idea that business 
network effectiveness will have different meanings among the two types of data and the 
literature. What is stated as important or beneficial within the literature (technology, 
innovativeness, resource sharing, etc) may not be important (or at least as important) to 
member business. Additionally, what the member businesses state are some of the most 
important or beneficial parts of business networks (increased individual business success) 
may not be what the director state the main measure of what is effective. These 
discrepancies can further suggest that despite the centrality of organizational effectiveness, 
its measurable outcomes are potentially very ambiguous. 
Likewise, the commonalities among the three perspectives may be highlighted. 
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Whereas the relevance and importance of knowing where the literature, the members, and the 
directors differ is very important, knowing where they are the same is just as, if not more, 
important. The use of the emergent approach for the analysis of commonalties will offer 
very useful information to understanding what Herman and Renz ( 1997) and Tassie et al 
(1998) found as a subjectively agreed upon criteria of what is effective. The potential for a 
subjectively agreed upon reality among the reference groups offers a unique insight into 
business network effectiveness. 
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CHAPTER FOUR: RESEARCH METHODOLOGY 
Research Methods 
The business networks selected for this study were carefully chosen to meet specific 
criteria. The sampling strategy used was as follows. First, the sample was selected from 
within a four state area: Iowa, Ohio, Minnesota, and Nebraska. Second, only business 
networks where the majority of network members were from rural areas, community sizes 
from 500 to 10,000, were chosen. Third, networks were broken into three types: emerging 
networks (one to five years old), enduring networks (five or more years old), and non-
enduring (no longer meets or collects dues). The fourth criterion dealt with the type of 
businesses within the network, community-based networks, made up of businesses that share 
a location but vary in product or services, and industry-based networks, which share a 
product or service but may vary in location. Community-based networks selected were 
located in towns with 10,000 or less populations. As for industry-based networks only 
networks with the majority of their members located in small towns were part of the 
sampling frame. Furthermore, the majority of members within any given network had to be 
either an owner or manager of an independent small business. Fifth, national business 
networks were excluded from the population. The business network must be a state or local 
network. Finally, the majority of the members within any given network must be 
independently owned businesses. 
With the parameters in place, the construction of the sample was as follows. 797 
associations were identified through gathering information on association and chamber of 
commerce directories and through Internet searches related to business networks in the four 
state area. For both industry and community based associations, the sampling frame was 
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stratified according to the following criteria: (1) state, (2) type (industry or community), and 
(3) association age. For industry-based business associations, a combination of systematic 
random sampling and purposive sampling was used. The sampling strategy for community 
networks was different. An additional strata was created for community-based networks, 
which was by town population: (1) 500 to 3,500 and (2) 3,501 to 10,000 and included all non 
chamber of commerce business networks to increase variation. The community-based 
sampling method was a systematic random sample. 
The final sample consisted of seventy-seven networks. Of the original sample of 77 
business networks, six (7.7%) were ineligible, twelve (15.6%) directors were unable to be 
contacted, nineteen (24.7%) directors refused to be interviewed, eleven (14.3%) directors 
were interviewed but never followed up with a member contact list, and twenty-nine (37 .7%) 
participated completely. After the directors of each respective association were contacted, a 
final count of 29 participated fully supplied member contact information and agreed to an 
interview. Two of the 29 directors who fully participated were removed from the final 
sample due to inconsistencies between the data collected on member businesses and data 
collected on directors leaving a final "N" of 27 1• There was a response rate for full 
participation of 35.1 %, and when the network directors who were not eligible or could not be 
contacted or those who agreed to be interviewed but did not supply a member list are 
excluded, the cooperation rate of the remainder is 56.2%. 
The final sample was comprised of 27 networks from the four state area: eleven from 
Iowa, six from Ohio, five from Minnesota, and five from Nebraska. It was broken into nine 
1 The two business networks were removed because the data from the director's interview was indecipherable 
due to problems with the recordings. 
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community-based networks and eighteen industry-based networks. For the community-based 
business associations, three were chambers of commerce and six were community business 
networks. Of the eighteen industry-based networks, four contained agriculture businesses, 
three manufacturing, three retail, two finance/insurance, two business services, two 
construction, one home-based business, and one personal services (see Appendix A). Three 
forms of data collection were administered. Data collection dealt with a quantitative survey 
of the business members, in-depth interview with network directors, and the content analysis 
of organizational documents (i.e.-pamphlets, newsletters, websites, by-laws). 
For each of the networks, 75 member interviews was the goal , but we oversampled by 
selecting 90 members through a random sampling procedure. In instances where network 
had less than 90 members, the entire population was selected as part of the sample. The 
range in terms of overall individual network member numbers is 6 to 3000; the average is 
366 and the median is 200. The final sample consisted of 2071 members. Out of the 2071 , 
463 could not be reached, 283 refused to participate, 176 were ineligible, and 23 interviews 
were partially completed. The final sample size is made up of 1122 business members with a 
cooperation rate of 79.8%. 
The network members were interviewed over the telephone using a standardized 
questionnaire. Trained interviewers part of Iowa State University's CATI lab conducted 
member interviews. Letters of consent were sent before members were interviewed and 
implied consent was reached when the member agreed to an interview (see Appendix B). 
The second form of data collection included qualitative interviews with the 29 network 
directors. The directors were interviewed by telephone using a standardized, open-ended 
questionnaire regarding various aspects of the network (see Appendix C). In addition to the 
interviews, information was gathered regarding each network, such as: by-laws, website 
information, newsletters, network pamphlets, historical documents, meeting minutes, etc. 
After final completion of data collection, two of the 29 networks were removed due to 
missing data form director interviews for a final network count (N=27) and member count 
(N=1037). In addition, the use of the supplemental materials (e.g., by-laws) was excluded 
form the analysis to maintain a triangulation among the literature, the members, and the 
directors. 
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I will use two sources of data and the literature to ascertain the meaning of 
organizational effectiveness in business networks. First, the literature was used as a tool for 
developing, in part, the questions for the member surveys. There is no comprehensive body 
of effectiveness literature on business networks; rather, business network literature is mostly 
focused around the proximal outcomes. For this reason, the array of definitional parts of the 
"why to" will be used. The members' responses will be compared and contrasted with the 
literature. Finally, the findings from the member interviews will be supplemented by and 
juxtaposed with the qualitative data collected from the network director interviews. The 
statistical findings from the member data and those discussed in the literature will either be 
reinforced or challenged by the findings from network directors. 
The qualitative data from the directors was analyzed by coding the raw data into 
organized themes and was derived independently from the literature and the member data. 
The first step in this process involved an open coding procedure of reading the transcriptions 
while simultaneously listening to the recorded interviews. Detailed notes were taken on each 
interview in order to identify preliminary themes. The open coding procedure was followed 
by an axial coding of the data. As one interview was completed, the notes were looked over 
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to check for possible themes that emerged from the data and were typed up. After 
completing an interview, the notes and any possible new themes were integrated with the 
themes found from the previous interviews. This was completed for all twenty-seven 
interviews. Once all the data had been sorted and organized, the integrated notes were 
collapsed using a data reduction technique by theme. The themes were reorganized into sub-
themes and placed into a matrix. To check on the validity of the emergent themes, I looked 
over all the themes and reread each part of the transcriptions that was identified as a given 
theme (or sub-theme). This task was completed for all of the themes (and sub-themes). 
Limitations 
The major limitation of this study is the use of a "hybrid" emergent approach as 
opposed to a truly social construction of business network effectiveness. The questions from 
the member survey were framed in part by literature and in part by previous research, so the 
project does not utilize a truly emergent approach. The survey can ascertain member 
proximal and distal outcomes up to a point, but effectiveness according to members is not an 
emergent, social construction of business network effectiveness in the same way that the data 
from the directors is. 
The second limitation of this study is the use of perceived effectiveness. In other 
words, the members and the directors are answering the questions of effectiveness through 
their given perception or position . This works well with the emergent approach and the 
social construction of the definitions of business network effectiveness, but it does not 
answer or address any sort of objective measures of effectiveness. Despite the position of 
organizational effectiveness as a social construct, the use of a referent group for a future 
research project may be a useful study for more fully understanding business network 
effectiveness and would act as a useful comparison to the findings from this study, which 
looks at effectiveness inductively through the use of the emergent approach. 
The final limitation involves the variation in network types. Whereas there is a 
distinct difference between the for-profit and nonprofit organizations, there appears to be 
differences between community and industry-based network in terms of challenges, 
overcoming challenges, and goals. These differences can be extended to the same types of 
networks (community and industry) in terms of size and/or age of the business network. In 
other words, small industry-based organizations in a small geographical location will not 
have all the same challenges that large statewide organizations have and vice-a-versa. 
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CHAPTER FIVE: ANALYSIS 
Business Network Effectiveness According to the Members 
The number of participants within any given network ranged from 4 to 71. Out of the 
total 1,037 interviews, 830 (80.0%) respondents either managed or owned the business, of 
which 720 (86.7%) are the top decision-makers of the business. Additionally, 564 (78.3%) 
of the 720 top decision-makers owned the business. The average age of the business is 
approximately 40 years of age (founded on average in 1962) with a standard deviation of 
37 .66 and median age is 27 years of age. The range in terms of number of full-time or part-
time employees is from 0 to 1000 with a median of six employees. Out of the 1,037 
respondents, 472 (45.52%) considered their business to be a family owned business. 
The majority of the respondents are male making up 73.2% of the sample. The 
members also have a mean of 6.23 for level of education (l=less than 9th grade, 9=graduate 
or professional degree) with a standard deviation of 2.18. The average age of the 
respondents is nearly 50 years old. Finally, the mean number of years of involvement within 
the network is 13.69 with a standard deviation of 12.94. 
Members N= I 037 
Percent of male 
Table 4. Member Descriptive Statistics 
Education ( !=less than 9th grade, 9=graduate or professional degree) 
Age of respondent 
Percent white 
Percent managed or owned business 
Percent top decision makers 
Number of full- or part-time employees (median) 
Percent of family owned business 
Number of years business located in community (median= 27 .00) 
Number of years involved in association 
Mean 
73.20 
6.23 
49.71 
98.40 
80.30 
86.70 
6.00 
45.52 
40.93 
13.69 
S.D. 
.44 
2.18 
11.46 
.46 
.40 
.34 
57.31 
.50 
37.66 
12.94 
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Proximal Outcomes 
With a better understanding of the makeup of the sample, the analysis will move to 
the network level. In other words, the averages of members' responses from within each in 
given business network were aggregated for the overall business network average bringing 
the "N" from 1,037 to N=27. The anaiysis of the member data at the network level will be 
looked at under two categories: 1) proximal and 2) distal outcomes. Both the proximal and 
distal outcomes were created from factor scales computed at the individual member level 
with exclusion of the proximal outcomes of leadership and technology and the distal 
outcomes of business questions one through four. The factor analysis was created by 
identifying questions at face value that appeared to hang together. For the proximal 
outcomes, the categories identified include: a) network involvement, b) leadership, c) 
cooperation, d) trust, e) commitment, f) communication g) network benefits (improvement of 
business operations, technology, information/education, marketing/advertising, and public 
policy), and h) status of network. All the questions identified as possible factor scales were 
then analyzed using a principal component octagonal iterations. After running the first 
statistical analysis, the variables of the factor scale that were not significant were removed 
and the other significant variables were reanalyzed as a factor analysis scale. The proximal 
outcome descriptive and factor analysis statistics are as follows: 
Table 5. Descriptive & Factor Scale Statistics N=1037 (Principal Component Analysis) 
Proximal Outcomes 
Network involvement (l=yes, 2=no) Mean S.D. Component 
Factor Statistics 
1. Have you been an officer? 1.84 .37 .82 
2. Have you served on the board of directors of the 1.80 .40 .83 
Association? 
3. Have you served on a committee? 1.64 .48 .78 
4. Did ~ou attend the last general membershi12 meeting? 1.61 .49 .60 
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Table 5. (continued) 
5. Overall, how would you rate your involvement in association 2.70 .97 .77 
activities? (l=very active, 4=not at all active) 
Cronbach's alpha= .82 
Percent variance exElained = 58.07 
Leadership Mean S.D. 
l. The management of the associations is generally effective 3.89 .75 
(!=strongly disagree, 5=strongly agree). 
2. Importance of effectiveness of the association management 4.30 .68 
(l=very unimportant, 5=very important). 
r = .18 
Low risk cooperation (l=never, 5=very often) Mean S.D. Component 
Factor Statistics 
l. How often have you referred customers to an association 2.92 1.12 .68 
member? 
2. How often have you visited the businesses of other 3.01 1.07 .72 
association members? 
3. How often have you shared information about new 2.86 1.19 .71 
techniques, suppliers, ect.? 
4. How often have you worked together for marketing or 2.48 1.23 .75 
promotion? 
Cronbach's alpha= .68 
Percent variance exrlained = 51 .28 
High risk cooperation (l=never, 5=very often) Mean S.D. Component 
Factor Statistics 
1. How often have you shared resources with an association 2.58 1.21 .59 
member? 
2. How often have you worked together on a large/complicated 2.35 1.23 .61 
project? 
3. How often have you purchased raw material, supplies, or 1.68 1.00 .58 
equipment together? 
4. How often have you exchanged or shared employees? 1.41 .78 .58 
5. How often have you shared the cost of training employees? 1.54 .99 .70 
6. How often have you shared the cost of consultants? 1.49 .90 .72 
7. How often have you worked together to influence 2.53 1.34 .63 
legislation? 
8. How often have you developed a new product or service with 1.53 .84 .66 
another business? 
Cronbach ' s alpha= .78 
Percent variance exElained = 40.34 
Trust (l=strongly disagree, 5=strongly agree) Mean S.D. Component 
Factor Statistics 
1. I can rely on members without fear they will take advantage 3.99 .87 .82 
of me or my business. 
2. In general, people in the association will always keep their 4.01 .73 .82 
word to you. 
3. If I need something, I wouldn't hesitate to contact an 4.13 .75 .70 
association member. 
4. The members really care about the fate of my 3.59 .94 .76 
business/career/operation. 
Cronbach's alpha = .78 
Percent variance exElained = 60.44 
Commitment (l=strongly disagree, 5=strongly agree) Mean S.D. Component 
Factor Statistics 
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Table 5. (continued) 
1. If given the chance, I would brag about the association as a 3.95 .81 .80 
good organization. 
2. As a member, I am willing to expend resources in terms of 3.78 .76 .70 
time, money ... to help. 
3. When something needs to get done the whole membership 3. 14 .99 .64 
pitches in. 
4. The failure of members to work together is a severe threat to 3.29 1.01 .60 
the association (reverse coded). 
Cronbach's alpha= .6128 
Percent variance exQlained = 47.595 
Communication: For each one, please tell me if you use it (l=never, Mean S.D. Component 
5=very often) to exchange ideas with association members Factor Statistics 
1. Telephone 3.20 1.26 .83 
2. FAX 2.53 1.30 .76 
3. Personal correspondence (mail) 2.27 1.10 .68 
4. Email or Internet 2.95 1.40 .70 
5. Association sponsored events 2.74 1.15 .64 
6. face-to-face interaction, but not at formal association 2.53 1.05 .60 
sponsored events 
Cronbach's alpha= .79 
Percent variance exQlained = 49.64 
Improvement of operations ( l =no benefit, 5=critical benefit) Mean S.D. Component 
Factor Statistics 
I. Improving management skills. 2.60 1.29 .85 
2. Improving work practices or productivity. 2.56 1.24 .85 
3. Contributing to service or product development. 2.45 1.23 .84 
4. Accessing additional production facilities. 1.73 1.05 .72 
5. Improving delivery or distribution. 1.88 1.11 .76 
Cronbach's alpha = .86 
Percent variance exQlained = 64.60 
Technology ( l=no benefit, 5=critical benefit) Mean S.D. 
1. Greater access to technology. 2.59 l.31 
Information/education Mean S.D. Component 
Factor Statistics 
1. How often have you shared information about new 2.86 1.19 .56 
techniques, suppliers, ect.? (! =never, 5=very often) 
2. The association is a good source of information (l=strongly 4.09 .74 .74 
disagree, 5=strongly agree) 
3. The association provides excellent training and development 3.39 .98 .77 
opportunities (!=strongly disagree, 5=strongly agree). 
4. Importance of ability of association to provide up to date 4.29 .75 .63 
information (l=very unimportant, 5=very important). 
Cronbach's alpha = .58 
Percent variance exQlained = 46.07 
Marketing/advertising (l=no benefit, 5=critical benefit) Mean S.D. Component 
Factor Statistics 
1. Enhancing market knowledge. 2.91 1.28 .91 
2. Improving marketing. 2.71 1.27 .91 
Cronbach's alpha = .80 
Percent variance exQlained = 83.41 
Public policy Mean S.D. Component 
Factor Statistics 
Table 5. (continued) 
l. How often have you worked together to influence 
legislation? (l=never, 5=very often) 
2. Influencing favorable legislation (1 =no benefit, 5=critical 
benefit). 
3. The effectiveness of the association in influencing public 
opinion/legislation (l=very unimportant, 5=very important). 
Cronbach's alpha= .67 
Percent variance explained= 61.66 
Status of network 
1. The membership includes several successful and powerful 
businesses (!=strongly disagree, 5=strongly agree). 
2. Membership in the association elevates my status with 
vendors or other (!=strongly disagree, 5=strongly agree). 
3. The continued involvement of long standing or prestigious 
members (l=very unimportant, 5=very important). 
4. Importance of ability association to enroll members (l=very 
unimportant, 5=very important). 
Cronbach ' s alpha= .49 
Percent variance explained= 39.94 
2.53 
3.38 
4.25 
Mean 
3.79 
3.23 
3.70 
4.06 
1.34 .75 
1.46 .85 
.850 .75 
S.D. Component 
Factor Statistics 
.81 .54 
.90 .73 
1.01 .64 
.84 .60 
Network involvement encompasses positions held in the organization (i.e.- "Have 
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you been an officer?" "Have you served on the Board of Directors of the Association?" and 
"Have you served on a committee?") and questions involving general involvement were 
included (i.e.-"Did you attend the last general membership meeting?" and "Overall, how 
would you rate your involvement in association activities?"). Out of the participants who 
responded to either serving as an officer or on the board of directors, only 16.4% stated that 
they had served as an officer and 19.9% mentioned that they have served on the board of 
directors. Additionally, 35.7% of the members have served on a committee of some sort and 
38.6% attended the last general membership meeting. These areas fall under the proximal 
outcome category because they relate to the networks reliance on member volunteerism. The 
Cronbach' s alpha for network involvement is .8159 with 58.07 percent of variance explained. 
Network leadership is addressed by looking at two questions. The first question, 
"The management of the associations is generally effective" (l=strongly disagree, 5=strongly 
agree), has a mean of 3.89 and a standard deviation of .751. The second question, 
"Importance of effectiveness of the association management" (l=very unimportant, 5=very 
important), has a mean of 4.30 with a standard deviation of .682. This proximal outcome 
was not placed in a factor scale analysis. The variables have a correlation of .18. 
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Cooperation within the network is defined by the amount and type of cooperative 
alliances that are formed and acted upon by network members. Cooperation has been 
separated into two types: low risk and high risk cooperation. In other words, low risk 
cooperation requires little to no material or economic resources to accomplish; whereas, high 
risk cooperation involves sharing, exchanging, or adding material or economic resources, 
which involves a risk of being taken advantage of by the partner(s ). Low risk cooperation is 
measured with these questions: "How often have you referred customers to an association 
member?" "How often have you visited the businesses of other association members?" "How 
often have you shared information about new techniques, suppliers, etc?" and "How often 
have you worked together for marketing or promotion?" The low risk cooperation factor 
analysis has a Cronbach's alpha .68 with 51.28 percent of variance explained. 
The high risk cooperation is made up of the following questions with the same 
response categories as indicated above: "How often have you shared resources with an 
association member?" "How often have you worked together on a large/complicated 
project?" "How often have you purchased raw material, supplies, or equipment together?" 
"How often have you exchanged or shared employees?" "How often have you shared the cost 
of training employees?" "How often have you shared the cost of consultants?" "How often 
have you worked together to influence legislation?" and "How often have you developed a 
39 
new product or service with another business?" Cronbach's alpha for high risk cooperation 
is .78 with 40.34 percent of variance explained. 
The proximal outcome of trust is comprised of four questions asking "I can rely on 
members without fear they will take advantage of me or my business," "In general, people in 
the association will always keep their word to you," "If I need something, I wouldn't hesitate 
to contact an association member," and "The members really care about the fate of my 
business/career/operation." Cronbach's alpha for trust is .78 with 60.44 percent of variance 
explained. 
The fifth outcome, commitment, includes the questions "If given the chance, I would 
brag about the association as a good organization," "As a member, I am willing to expend 
resources in terms of time, money ... to help," "When something needs to get done the whole 
membership pitches in," "The failure of members to work together is a severe threat to the 
association" (reverse coded). The proximal outcome of commitment has a Cronbach's alpha 
of .61 with 47.60 percent explained variance. 
Communication includes the following question: "For each one, please tell me if you 
use it (l=never, 5=very often) to exchange ideas with association members:" "Telephone," 
"FAX," "Personal correspondence (mail)," "Email or Internet," "Association sponsored 
events," and "Face-to-face interaction, but not at formal association sponsored events." 
Cronbach's alpha is .79 with 49.64 percent of variance explained. 
Perceived network benefits are divided into five categories: improvement of business 
operations, technology, information/education, marketing/advertising, and public policy. 
The proximal outcome improvement of business operations asked "Using this scale (l=no 
benefit, 5=critical benefit), please tell me the amount of benefit the association provided you 
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in the area of:" 1) "Improving management skills." 2) "Improving work practices or 
productivity." 3) "Contributing to service or product development." 4) "Accessing additional 
production facilities." and 5) "Improving delivery or distribution." Cronbach's alpha for 
improvement of business operations is .8629 with 64.596 percent variance explained. The 
second category, technology, included only one question "Using this scale (l=no benefit, 
5=critical benefit), please tell me the amount of benefit the association provided you in the 
area of Greater access to technology." The mean response is 2.59 with a standard deviation 
of 1.306. 
The third category of benefits is the proximal outcome of information/education. 
This outcome includes the following questions: "How often have you shared information 
about new techniques, suppliers, ect. ?" (1 =never, 5=very often), "The association is a good 
source of information." (!=strongly disagree, 5=strongly agree), "The association provides 
excellent training and development opportunities." (!=strongly disagree, 5=strongly agree), 
"Importance of ability of association to provide up to date information" (l=very unimportant, 
5=very important). Cronbach's alpha is .58 with 46.07 percent of variance explained. 
The fourth category of network benefits, marketing/advertising, asked two questions 
starting with "Using this scale (l=no benefit, 5=critical benefit), please tell me the amount of 
benefit the association provided you in the area of:" followed by 1) "Enhancing market 
knowledge." 2) "Improving marketing." The proximal outcome of marketing/advertising has 
a Cronbach's alpha of .80 with 83.41 percent explained variance. 
The fifth category of benefits is public policy. The proximal outcome public policy is 
made up of three questions: "How often have you worked together to influence legislation?" 
(l=never, 5=very often), "Using this scale (l=no benefit, 5=critical benefit), please tell me 
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the amount of benefit the association provided you in the area of influencing favorable 
legislation." and "The effectiveness of the association in influencing public 
opinion/legislation" (l=very unimportant, 5=very important). Cronbach's alpha for public 
policy is .67 with 61 .66 percent of variance explained. 
The sixth category of proximal outcomes is network status. Network status includes 
the following questions: "The membership includes several successful and powerful 
businesses" (!=strongly disagree, 5=strongly agree). "Membership in the association elevates 
my status with vendors or other" (!=strongly disagree, 5=strongly agree). "The continued 
involvement of long standing or prestigious members" (l=very unimportant, 5=very 
important). "Importance of ability association to enroll members" (l=very unimportant, 
5=very important). Cronbach's alpha for network status is .49 with 39.94 percent of variance 
explained. 
Distal Outcomes 
Finally, the distal outcomes identified from the member data at the network level 
include: a) community involvement, b) network performance, and c) business success. The 
distal outcomes were created from factor scales computed at the individual member level. 
The distal outcome descriptive and factor analysis statistics are as follows: 
Table 6. Descriptive & Factor Scale Statistics N=1037 (Principal Component Analysis) 
Distal Outcomes 
Business Success 
1. On a scale of zero (failure) to ten (successful ) how successful 
is your business? 
2. What do you see for this business in the future (reverse 
coded)? (l=get smaller, 2= stay the same, 3=expand) 
3. Change in number of employees over last three years (how 
many full -time, part-time, temporary employees, excluding 
yourself? [minus] 3 years ago, how many full-time, part-time, 
and temporary employees?). 
Mean 
7.74 
2.64 
3.57 
S.D. Component 
Factor Statistics 
1.55 NIA 
.57 NIA 
33.77 NIA 
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Table 6. (continued) 
4. Number of years business operations in community (2003 40.93 37.66 NIA 
[minus] what year did this business begin operations in this 
community? 
5. I have an increased awareness of my business competitive 3.40 .90 .82 
capabilities (!=strongly disagree, 5=strongly agree). 
6. Being a member of this association has not improved my 2.49 .93 .81 
business (reverse coded). (l=strongly agree, 5=strongly 
disagree) 
7. Using this scale (l=no benefit, 5= critical benefit), please tell 2.07 1.16 .72 
me the amount of benefit the association provided you in the 
area of securing new domestic customers or suppliers. 
Cronbach ' s alpha= .67 (for number 5-7 only) 
Percent variance ex12lained = 61.45 (for numbers 5-7 onl;}) 
Network Performance Mean S.D. Component 
Factor Statistics 
1. The association has not effectively promoted the interests of 3.58 .95 .69 
its members (reverse coded). (!=strongly agree, 5=strongly 
disagree) 
2. I am more optimistic about the future of my business since I 3.37 .89 .72 
joined (l=strongly disagree, 5=strongly agree). 
3. Degree of satisfaction with association (l=worst possible 3.70 .94 .84 
association, 5=best possible association). 
4. Reaction to association demise (l=very pleased, 5=very 4.27 .98 .74 
sorry). 
5. Likely future of the association over the next 5 years (reverse 3.47 .64 .67 
coded). (!=discontinue operations, 2=decline, 3=remain about 
the same, 4=continue to grow). 
Cronbach's alpha= .78 
Percent variance ex12Iained = 53.85 
Community Involvement (l=never, 5=very often) Mean S.D. Component 
Factor Statistics 
1. Provided financial or technical assistance in community 2.97 1.31 .71 
development or planning? 
2. Provided donations to local schools or youth programs? 3.70 1.13 .61 
3. Provided local bond issues to finance community 1.85 1.25 .61 
improvement projects? 
4. How many local organizations do you currently belong to? 3.56 2.73 .69 
(Range 0-20). 
5. Have you served in a leadership position in another 1.66 .48 .63 
organization (reverse coded)? (l=yes, 2=no). 
6. How active are you in the local community (reverse coded)? 3.06 .86 .75 
(l=very active, 4=not at all active). 
7. During the last 12 months, have you participated in any 1.80 .40 .62 
community improvement (reverse coded)? (l=yes, 2=no). 
Cronbach's alpha= .78 
Percent variance ex12lained = 43.80 
The distal outcome of business success includes four questions regarding business 
success, one variable of change in number of employees over a three-year period, and the 
number of years the business has operated in a given community. The questions asked are 
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"On a scale of zero (failure) to ten (successful) how successful is your business?,'' "What do 
you see for this business in the future (reverse coded)?" (l=get smaller, 2= stay the same, 
3=expand), "I have an increased awareness of my business competitive capabilities." 
(!=strongly disagree, 5=strongly agree), and "Being a member of this association has not 
improved my business (reverse coded)." (1 =strongly agree, 5=strongly disagree). The 
change in number of employees over last three years took the question of "How many full-
time, part-time, temporary employees, excluding yourself, now work for the business?" 
minus "Thinking back 3 years ago, how many full-time, part-time, and temporary employees 
excluding yourself, did you have?" As for the number of years the business has operated in 
community, the year the business begin operations was subtracted from the year 2003. The 
average response for the associations ability to increase business competitive capabilities 
(!=strongly disagree, 5=strongly agree) is 3.40 with a standard deviation of .899 and the 
average response for the business association not improving my business (reverse coded 
!=strongly agree, 5=strongly disagree) is 3.57 with a standard deviation of .933. A factor 
scale included only questions number five through seven. Cronbach's alpha is .6699 with 
61.45 percent of variance explained. As for the other variables, the average for business 
success is 7.74 (out of ten) with a standard deviation of 1.55. The mean score for future of 
business (l=get smaller, 2=stay the same, 3=expand) is 2.64 with a standard deviation of 
.572. The percentage of respondents who stated they thought the business future involved 
expanding is 68.5%, stay the same is 26.8%, and get small is 4.8%. The average change in 
the number of employees over a three-year period is 3.57 with a standard deviation of 33.77 
(missing data was removed from the final analysis). Finally, the average number of years in 
operation is 40.93 (median 27 .00) with a standard deviation of 37 .66. 
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The distal outcome network performance is comprised of five questions: "The 
association has not effectively promoted the interests of its members (reverse coded)." 
(l=strongly disagree, 5=strongly agree), "I am more optimistic about the future of my 
business since I joined." (l=strongly disagree, 5=strongly agree), "Degree of satisfaction 
with association." (l=worst possible association, 5=best possible association), "Reaction to 
association demise." (l=very pleased, 5=very sorry), and "Likely future of the association 
over the next 5 years (reverse coded)." (!=discontinue operations, 2=decline, 3=remain about 
the same, 4=continue to grow). Cronbach's alpha for network performance is .78 with 53.85 
percent of the variance explained. 
Finally, the distal outcome of community involvement asked seven questions: "How 
often have you provided financial or technical assistance in community development or 
planning .. . ?" (l=never, 5=very often), "How often have you provided donations to local 
schools or youth programs?" (l=never, 5 very often), "How often have you provided local 
bond issues to finance community improvement projects?" (l=never, 5=very often), "How 
many local organizations do you currently belong to?" (Range 0-20), "Have you served in a 
leadership position in another organization (reverse coded)?" (l=yes, 2=no), "How active are 
you in the local community (reverse coded)?" (l=very active, 4=not at all active), "During 
the last 12 months, have you participated in any community improvement (reverse coded)?" 
(l=yes, 2=no). Cronbach's alpha for community involvement is .78 with 43.80 percent of 
variance explained. 
Business Network Effectiveness in Words of the Director 
As with the member data, the director data will be discussed in terms of proximal and 
distal outcomes. Of the twenty-seven directors interviewed, fourteen (51.9%) are paid for 
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their services to the organization. The official titles of those interviewed included executive 
director, director, president, executive vice-president, coordinator, tourism director, CEO, 
secretary and member (the networks bylaws did not distinguish between titles of members 
and officers). For the purpose of continuity, all interviewees will be addressed as director. 
The descriptive statistics include: 
Table 7. Network Descriptive Statistics 
Networks N=27 
Paid directors (l=yes, 2=no) 
Number of members (range 6-3000) 
Association age (range 3-136) 
Mean 
1.46 
374.85 
51.23 
S.D. 
.508 
693.42 
41.41 
To determine themes related to the proximal outcomes, I analyzed responses to the 
following questions: "Please give me an overall assessment of the general level of 
involvement of members." "What services does the association provide to members?" "What 
are some of the organization's major accomplishments?" "Why would a business want to 
join your organization?" "What do you expect for the NETWORK in the future?" "What are 
some of the organization's major challenges?" "Are there any problems or issues that keep 
the association from reaching its full potential?" and "What advice would you give other 
businesses that would like to start an organization?" The proximal outcomes founded within 
the data include: 1) network involvement, 2) cooperation, 3) commitment, 4) mediating 
benefits, 5) direct benefits, and 6) network status. 
These categories were arrived at independently from the results of the quantitative 
analysis of the members data using an inductive approach. Commonalities were identified 
using a data reduction technique allowing the data to be focused into various thematic issues. 
Data was not forced into categories; rather, broad categories were identified and used solely 
as an organizing method. The broad categories also allowed room for multiple themes to 
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emerge out of the broader general categories (i.e.-network benefits: educational 
opportunities, public policy, etc). Additionally, data display was used for the purpose of 
organizing the findings allowing for the ability to draw conclusion about the data, 
specifically conclusions dealing with business network effectiveness. 
Member participation: 
Network involvement contains three major components: overall member 
participation, volunteerism and leadership, and recruitment and retention. Membership 
participation ranged from nearly non-existent, or organization functions are delegated 
amongst and enacted by organizational leadership, to nearly full member participation, or the 
majority of the members are involved in some form or another in network planning and 
overall functioning. For example, the director of an industry-based network in Ohio stated 
the former explaining that members generally get involved in the organizations functions as a 
whole but the same members are the ones devoting their time and effort on a regular basis: 
Basically it 's to get the members involved and attending meetings and helping with some of 
these things that we do. [But]. .. sometimes it ends up being the same few people that do it. 
That has been a member challenge (Director #26). 
Whereas, a director of a Nebraska association illustrated high member involvement in the 
network stating that members have to be involved in the organization's functions and must 
participate regularly in order to remain a member: 
In typical organizations a few people do all the work, but now that we've seen it, you know, 
we're all trying to run a business and you can't spend lots of time, what I cal. .. babysitting, 
you send them a letter, and ask them to reply, and then you've got to call 'em back and 
remind 'em, and remind them. So we've pretty much eliminated those kind of people, and the 
other ones we've gotten involved. So you have to be involved. You have to be on some 
committee at least every other year. You have to be active. And you have to do something or 
else you can't stay in the organization because the wheels keep turning. 
(Director# 16). 
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Despite the wide range of member participation in the networks activities and planning, the 
majority of the directors felt that members could be counted on if they were needed. The 
director of an industry-based association explained: 
Well, most members ... come to be served, they don't come to serve. I guess that would be 
typical. And, I don't think we're any different. But we do have fairly high participation ... we 
didn't have too much problem getting people involved for the booth at the [State Fair] this 
year, things like that (Director# 9 ). 
Additionally, the directors understood that the membership is made up of primarily small 
businesses, which cannot devote large portions of time and effort. The director of an Iowa 
business association mentioned that most businesses join the network for a given service or 
benefit to help reduce some of the strain of running a small business: 
Not a great percentage [participate]. That's one of the things, because of these long days ... 
We try to encourage them to join the chamber. We try to encourage them to be on their town 's 
tourism committee, and several are. And boy that just about takes up your day so that, one of 
the reasons I think they join is because some of these burdens we can take from them 
(Director #7). 
Member involvement also included issues of volunteerism and leadership. One of the 
main commonalities among the business networks is their reliance on members as volunteers. 
It's like almost anything. It depends on the initiative. We have a number of good volunteers, 
people who are very free to give their time, wonderful in that aspect. And then there's a lot of 
members in the organization, who just don't in this point in their career ... have the time to 
give a lot to the profession, so we struggle just like any other organization does in keeping 
that constant goal of .. active volunteers available (Director #22 ). 
Volunteerism, or reliance on volunteers, was identified by the directors as one of the major 
challenges facing the organization. When the directors were asked what advice they would 
give to someone trying to start a network, many tended to agree with the following 
sentiment: 
Well, I think the first step would be to form ... a .. . group of committed ... volunteer[s] who f eel 
strongly about what the association is going to accomplish, sit down and define what it is, the 
objectives you would like to accomplish, and then determine what kind of organizational 
framework you need to get it done (Director #6). 
Out of the twenty-seven directors interviewed, fourteen (51.9%) mentioned volunteerism 
(and a committed core) as an important part of starting (and running) a business network. 
Leadership within the organization is also an important part of business networks, 
typically, going hand-in-hand with issues of volunteerism. Leadership can be identified in 
many ways and as stated by the director of a chamber of commerce due to the lack of 
resources, he (and other membership leaders) are forced to volunteer their time in order for 
the organization to run effectively: 
We only have this one person working for us and the rest of the board is volunteer, so one of 
the things that [the organization] has done ... is try to harness other resources that can be 
utilized or focused on [the county]. So therefore as a result, I'm on the board of directors of 
about 5 other nonprofits. So those nonprofits have much larger budgets and much more 
significant staffing, and we've used that very, very successfully to help things happen here. 
Some people make fun of me that I am a professional meeting-goer. But that is the effect, I sit 
on the boards of organizations that can help us with stuff (Director #27). 
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Like issues around volunteerism, issues of finding committed individuals to act as leaders is 
one of the major challenges confronting business networks. The director of Minnesota 
business network explained the difficulty of finding dedicated individuals to help keep the 
organization viable stating: "I think we need to find a group of highly dedicated people that 
will take time to go out and recruit others around a central theme" (Director #13). 
Finally, the issue of recruitment and retention was identified as a theme of network 
involvement. Out of the twenty-seven directors, nineteen (70.5%) mentioned issues 
involving either recruitment or retention: "Number one would be to try to maintain a 
membership. As I said, money is not our problem. Our problem is actually maintaining 
membership" (Director #21 ). The director of an Iowa business network thought one of the 
major constraints on the organization is convincing members the association is a worthwhile 
investment and encouraging new members to join, explaining: 
The biggest challenge for us, and I am speaking from my position as the [director], is to come 
up with a set of services that will make them feel it is important to join the organization 
because the fee is 75 dollars and at this point, I personally don't feel that we are offering a 
good return on their investment because we do not have a formal approach towards 
networking where members can particularly meet with each other like ... an after hours 
situation. We do not have a print publication or an internet publication where valuable 
information can be shared. These are some of the biggest challenges we have. How to provide 
a set of services that make it a worthwhile organization to join (Director #8). 
The director of an industry-based organization suggests an effective method for recruiting 
new members is to use already existing business members as the recruiters: "If I went to a 
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[business] person [it would be] about half as effective as if they are one of there buddies that 
runs another [business] comes to them and says hey Bob, why aren't you a part of this?" 
(Director #13). Many of the directors agreed with this type of approach and also added to the 
discussion the importance of making benefits known, encouraging an atmosphere of 
inclusion, and maintain network integrity. 
Cooperation: 
The second theme identified within the director interviews is cooperation. 
Cooperation is defined as members of the organization working together to solve a common 
problem or issue. Ten (37%) of twenty-seven directors discussed the importance of 
cooperation. The director of a Nebraska association explained how crucial cooperation is to 
the network: 
.. . almost at every meeting we share ... what's worked really well for you, do you have any 
good ideas ... what would you like to share with the group that could help us all be better 
business people (Director# 16). 
A similar affirmation came from the director of an industry-based association stating: 
I think a lot of it is just the networking opportunities, to be able to share common or best 
practices with other [businesses] that are in similar situations. I think there 's a lot of 
education, a lot of learning that associations foster by bringing those members together 
(Director #24 ). 
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Finally, the director of another industry-based association gave a specific example of how the 
network has worked cooperatively and the success that this cooperation has had on the 
business association. One of the directors explains: 
We .. . operate ... an email round robin, where one business will start it and they'll say what 
they have available, you know, that they still have rooms available, and they'll send it on, and 
then the next one will add their information like that, so about once a week during our busy 
season we all get updated as to who still has available rooms, so that when anybody gets a 
call, if they cannot accommodate the people who are inquiring, they can say, based on this 
email, who still has rooms for that day and refer them on to a spot where they'll be able to 
make a booking. So that [allows] us all [to keep] our rooms full and it keeps us on track with 
our mission statement (Director #20 ). 
Despite many of the assessments of cooperation not only being very important but 
also a very critical part of the daily operations of the network, there were some directors who 
stated the difficulty of attaining a certain level of cooperation amongst the members. The 
director of an Iowa association pointed out the problems that arise when cooperation cannot 
be achieved by the group: 
The major challenge that I remember had to do not so much with focusing on the goals, but 
cooperating on how to reach that goal. Some of it was to do with different levels of 
commitment of the members. Some people were willing to put more time into it, were more 
committed, and some people were still kind of floundering around with their part in the 
process and not being able to meet their own goals as far as producing products and getting 
them {out] (Director# I). 
As indicated by the director of another Iowa association, the members of the network must 
work together in order for the association to be a success. They must be unified. When 
asked what advice would you give to someone thinking about starting a business network, 
the director of an industry-based organization answers: 
Make sure that your members, that your people ... are united. I mean you have to have your 
pros and cons, don't get me wrong ... because everybody can't agree on everything, but you 
need the majority of your people that's going to belong to the association to be united 
(Director #4 ). 
Finally, to reiterate the importance placed on cooperation by many of the interviewees, the 
director of a Nebraska association revealed its centrality within the network. 
Well I think to keep your business alive, and to get new ideas, and to be able to promote your 
business. By us all pooling our money we can afford to put out this expensive brochure that 
none of us on our own could afford to do (Director #16). 
Commitment: 
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The third theme found within the data is commitment. Commitment is separated into 
either commitment to another business member, commitment to the network, or commitment 
to the industry. An example of commitment to another business is portrayed through the 
explanation given by a director of an industry-based association who explained that members 
of her network are very committed to each other. She mentioned: 
I yet have to meet [a business] that would not help another [business]. I think they are a very, 
very good class of people, and they are all willing to help each other. Sure we are all in 
competition with each other, but when it comes right down to helping, [we] will help another 
[business] (Director #4 ). 
As for commitment to the network, there were multiple directors who addressed this 
issue. The director of a Nebraska association stated that one of the most important things for 
the organization to function and operate is to have a committed membership: "The main 
thing is that you need to get your membership committed and willing to do some work. If 
everybody's just going to come and be the user and not the giver you're not going to 
succeed" (Director #16). The director of another Nebraska association reinforces this point: 
If some other occupation were to start an organization, I would caution them to be sure that 
they have a membership base that is genuinely committed, not just a rah rah, yeah, let's do 
this. And after they do it, they say, oh, God, this costs money, this takes time, this takes 
commitment. So I think they need to look at not the immediate enthusiasm, but the long-range 
prospect of keeping involvement alive and meaningful. Do you have a long-term purpose, 
beyond just, "wow, this sounds neat" (Director# I 8). 
The final component of commitment identified within the director interviews is 
commitment to industry (or community for community-based associations). The director of 
an industry-based association cited as an example the commitment her business network has 
for the industry as a whole. 
And when [businesses] get together, I'm sure it's true of other industries .. . there 's so much 
joy. When we have our conference, I feel it for at least two months afterwards. And I think 
they like that coming together (Director #7). 
Mediating benefits: 
The fourth theme involves what will be referred to as mediating benefits, or the 
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proximal outcomes with the purpose of acting as an intermediary to the distal outcomes. The 
mediating benefits identified within the director interviews are 1) technology, 2) 
improvement of business operation, 3) marketing/advertising, 4) information/education, and 
5) public policy. The themes of technology and improvement of business operation will be 
addressed first. Technology is defined as the new and different methods of the 
organizational (in this case both the business and the network) process (Robbins 1990). The 
director of Ohio association elaborated the role that the network played for the adaptation of 
technological capabilities for business members. 
To save money, to know what's going on, so that they can keep current on the technology, 
because the changes are so significant right now, I mean, there's been a real revolution the 
last five years in how [the industry] is done and delivered (Director #25 ). 
Similar to the adaptation of technological capabilities, the data from the director interviews 
illustrated the importance the network played in the improvement of business operations, or 
the adaptation of product, services, or technology. In the words of a director, the business 
network offers "We give our members opportunities to increase their [business] skills to keep 
them up to date on the cutting edge of what's going on" (Director #7). 
The second theme under mediating benefits involves issues of marketing, advertising, 
and promoting member businesses. Sixteen (59.3%) of the twenty-seven network directors 
stated that marketing, advertising, or promoting of member businesses as an essential part of 
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the organization. The promotion of a business can come in many different forms as depicted 
in the quotes below: 
We've organized and had a very successful statewide shop hop ... last year there were .. . J'd say 
25 to 27 shops. [It] lasts for JO days, and {customers] have cards that we stamp, and we give 
away a lot of wonderful prizes. And it's a very successful event that has grown a lot. We 're 
starting already on next years. And what it does is gets people into your shop and you can 
showcase what you have, and you get a lot of return customers that way (Director #16). 
**************************** 
We provide advertising opportunities ... members ... are given the opportunity to be in our 
[local vacation brochure], which is our visitors guide. Being members, they do not have to 
advertise but they do get the opportunity to be listed in it. That [local vacation guide] goes 
out to over 100,000 people every year. Like I said before, the networking experience, the 
advertising opportunities, the co-op advertising ... they are able to get their name out there 
with little cost (Director #23 ). 
**************************** 
it 's just another avenue of promotion. When 1 do advertising I include the attractions. 1 
include important dates from our communities. You know, for the hotels, when we have 
conventions come in, you know, 1 work with some of the conventions to provide giveaways 
and gifts and welcome bags to help with that (Director #19). 
**************************** 
Well, we maintain the website, and the website has a short...description of each [business], 
and then after the description it links to that particular [business's] website, so people can 
.find the association on the web, and they can proceed to go through that website for more 
detail on specific members (Director #20). 
From brochures to websites to events, the directors overwhelming stated one of the major 
benefits of business networks is the marketing, advertising, and promoting of the business 
members. The benefits of which include marketing the business to a wider range of 
consumers at a lower cost than trying to do so alone. 
Another common benefit identified by the directors is educational and informational 
opportunities. Various components are a part of this theme including training, continuing 
education, certification, assistance, seminars/programs, conventions, and communication 
tools. The first two components identified involve training opportunities and continuing 
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education opportunities for members. For instances, the director of a Minnesota association 
remarked: 
Like I said, it's really, offers training and support to the members more than anything else. 
Our biggest thing is we have seminars during the year, and we have our lending library, that 
people can go and check out stuff for training. You can get the training for the certification 
(Director#l2). 
Similarly, the director of an industry-based association explained that much of what the 
network does involves training, and in the case of this specific network, the association 
works to train underrepresented groups in the industry. 
We do a lot with the training. We're involved in apprenticeship programs with the trades and 
we bring in a lot of minorities and f emales that would not have the opportunity to get into the 
trades in the past. But we' re kind of looking to put more economically disadvantaged 
individuals into these kinds of programs (Director#2). 
The second component, continuing education, was also identified by a handful of the 
directors. Continuing education was of particular concern to industries that require business 
to be up-to-date and current with industry policies or require a renewal of licensure. 
Examples of this can be seen in the following quote: 
One of our biggest things is providing continuing education opportunities. We do that. We 
actually have a very large conference that ... offers over 400 hours of continuing education. 
And that's a big part of continuing education is the requirement to maintain your license in 
the state ... That's the main service we provide (Director #22). 
Certification was oftentimes identified in conjunction with the some sort of training 
or continuing education requirement as shown in some of the previous quotes. Certification 
can be in reference to one of the following: when the law requires businesses to pass a 
standardized test or to meet a standard in order to practice or when an industry has varying 
levels of certification status where one business can have a higher level of quality or 
competency than another business, or when a network is simply trying to distinguish a 
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quality business from another through the organization's stamp of approval. An example of 
certification was given by the director of an industry-based network: 
And we just recently offered ... certification ... It's called [Cert, C-E-R-T;] it's really a 
certification or designation to be able to [do work within the industry]. So it's a series of 
tests you have to go through to be able to become [Cert] Certified. We were just recently 
designated as an authorized {Cert] testing organization (Director #24 ). 
The fourth component of informational and educational opportunities involves 
assistance. Assistance is in reference to an ongoing and formal procedure for acquiring 
information about the industry. The most common form identified within the director 
interviews involved some sort of phone line in which the members could call to get accurate 
and immediate information. 
For a service that we provide for our members, there's a legal hotline. We work with a very 
smart attorney who knows [state] law very well, and for a very small fee, they can, our 
[business] members can call the lawyer, and get all the advice they want all year long for one 
small fee, so it's a great way for them to make sure that they're staying within the law, and 
know, it helps them do what's right (Director #14). 
Out of the twenty-seven networks, nine (33.3%) offered some sort of assistance (legal, 
industry, community, economy) for members. 
Seminars and programs and conventions were also very common forms of dispensing 
information to business members. Educational programs and seminars ranged from one time 
teaching seminar to an ongoing educational program. For example, the director of an Ohio 
business network discussed an educational program that linked up with a local college and 
university: 
We do educational programs. We 're affiliated with a community college here as well as {the 
University] and we put on blueprint reading courses, estimating courses, ... management, 
contract documents and specifications, and we actually did some computer training for those 
who wanted to learn Word, Excel and the various classes that would normally be taught to 
learn computer techniques (Director #2). 
As for conventions, the director of a Minnesota network stated: 
Another one is, for a service to our members, is an annual convention and trade show. We 
have one of the largest in the country. It 's an annual convention, as I said. And it really 
focuses on education for the industry, and we have programs for not only the publishers and 
management area, but we have programs for editors, ad sales people, for photographers, for 
production people, so everyone can come and get some training, and be inspired as to what 
they do (Director# 14 ). 
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The final component identified as an informational/educational opportunity is the use 
of some sort of communication tool (i.e.-newsletters, websites, weekly bulletin, etc). Of 
the twenty-seven network, eighteen (66.7%) have newsletters and all of the networks either 
have a website or have their contact information linked to anther website. The director of a 
network in Iowa described what some of the association's communication tools and how they 
are used for the educational and informational purposes: "Well we do have a quarterly 
newsletter, and we have a webpage and it's also linked to the webpage at [the University] 
that provides information on [the industry]" (Director #9). The following are additional 
examples of the importance communication tools play in the dispersion of information: 
We've done a lot of things on our website to make the access of information a little easier for 
our members - a lot of resource links, kind of a one-stop shop. Whether you 're looking for 
medical information, some diseases you don't normally treat. Kind of finding out how the 
organization .. . as a whole ... [is]. .. trying to put it under one umbrella (Director #22 ). 
**************************** 
Another one of our, well we have many, is a weekly bulletin, which is our communication tool 
to all our members. We try to keep track of what's going on in our industry, what will be 
interesting to our members, and then we put that in our bulletin each week that we send, or is 
available to our members on our website (Director# 14 ). 
The final theme located under the heading of mediating benefits is public policy. 
Public policy is in reference to the networks work or intended work of influencing public 
policy, which includes influencing policy from the local to the national level. Fourteen of the 
twenty-seven directors talked about the networks involvement in influencing public policy. 
The director of a community-based network explained the role the organization played in a 
local policy issues: "[We] also were ... very influential in getting the sign ordinance changed 
in the village to allow more signage for the businesses" (Director #3). Another example of 
influencing public policy can be seen at the local and state level (and in a few at the federal 
level). Furthermore, the involvement of the business network in public policy ranged from 
changing tax rules and regulations to shaping state industry requirements to protecting 
existent laws. 
We ... helped lobby, there was, last year there was on the books, some of our [businesses] were 
being classified for tax purposes industrial, and that really did in [some of the businesses], 
and so we had that legislation changed to let that be a [different] tax rate (Director #9 ). 
**************************** 
Well, we were able, in terrible economic times, to keep the governor of [the state] and the 
legislature from taking away our sales tax exemption we have for promotional retail 
materials, like coupons ... to help keep us competitive nationally. That was a big one (Director 
#25). 
**************************** 
Probably because we are frequently the clearing house or the organization in the know, or the 
organization that has clout to move issues ahead. We recently came out in support ... of a 
local option sales tax because of things that we stood to lose if it didn 't pass and stood to gain 
if it did. So, we have effectively used our clout several times like that. And I'd like to thing 
that that's, that's probably the reason why some people are members of [the network] and 
others are not (Director #27). 
**************************** 
[A] major accomplishments ... that [we] have actually got put in place was the hotel/motel tax. 
That was a large accomplishment and that's what funds the [organization] (Director #23 ). 
**************************** 
Accomplishments ... that would stand out the greatest would be in the legislature. In stopping 
attempts to close up meetings, to close up records, to keep libel laws operating in afair way, 
protecting newspapers, and in the business sense, too (Director# 14 ). 
Direct benefits: 
The fifth theme identified as a proximal outcomes are direct benefits. Unlike 
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mediating benefits, or proximal outcomes intended to achieve distal outcomes, direct benefits 
are benefits that are tangible and immediate and may have a separate purpose from achieving 
distal outcomes. The direct benefits allow individual businesses and individual members to 
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access additional services. Additionally, the direct benefits that do act as a mediating benefit 
to distal outcomes (lower premiums) have not been addressed by the literature or within the 
member surveys; therefore, they are added to a separate category2. They do, however, act as 
incentives for joining the network. The examples from the director interviews include 
discussing insurance and worker compensation premiums and giving out and receiving of 
awards and prizes. The access to lower premiums on things such as various types of 
insurance and worker compensation was a common theme identified by the directors. For 
example: 
We have benefits. We're members of [a state chamber of commerce}, so they offer benefits to 
all their chambers, so we in turn pass those on to the membership. They do get health 
insurance through us, they can get dental, vision, long term disability, there's a few other 
benefits that we 're working on this year (Director #3 ). 
**************************** 
Well obviously we do offer some direct benefits. We ... are involved in a workers ' 
compensation program, which if you wish to participate in through the chamber you will 
receive lower ... premiums... We have a health insurance program through a local insurance 
company which a lot of time it's more difficult for small business to get health insurance 
through companies, and this kind of speeds up that process and makes it hopefully more 
available (Director# 10 ). 
The final form of direct benefits is identified through the use of awards, prizes, or 
contests. Seven of the business network directors mentioned that the association either had 
some form of contest in which the entire members could participate in: 
We operate a "better [business}" contest, in which [businesses] can enter their best work 
during the year whether it's stories or investigative work, or their best advertising, or 
photography, and we take the judging out of state, and a group of their peers in another state 
picks the best from among all of those entries. And it's just a nice way of recognizing 
quality .. . because often times [businesses] are only criticized for what they do; it's not often 
that they're recognized for what they do. So, that's another service (Director #14). 
Or the network had some form of award ceremony for its members or some sort of prize 
giveaway to offer additional perks for joining and participating in the organization: 
2 The reason for doing so will be further and explained during the discussion and integration of the literature, 
the member surveys, and the director interviews. 
We of course have year-end awards for those people that accumulate a lot of points. We 
provide a youth scholarship program. We have perks, or things that you can get as far as 
going to the congress like paying for your motel rooms and things like that if you're an active 
participant. We do a lot of donations in the name of the association, and we put out a 
monthly newsletter (Director #21 ). 
Network status: 
59 
The sixth and final theme is network status. Network status refers to either the status 
of the business network as a whole or the status that being a member of the network gives to 
the individual business. These distinctions are by no means mutually exclusive and 
oftentimes go hand-in-hand. The director of an Iowa business association points out the 
benefit of joining the network can elevate the status of member businesses. When asked why 
would a business want to join, the director stated: "For the credibility of being a 
professional" (Director #4 ). As for the status of the network, a handful of the directors 
discussed the networks positive reputation. The following quote depicts this belief: "The 
primary reason would probably be .. . pride or ego or. .. because it' s the most successful 
[industry association] in the nation, there's always pride in membership" (Director #21). 
To summarize, the themes founded within the director interviews, which fall under 
the auspices of proximal outcomes are network involvement, cooperation, commitment, 
mediating benefits, direct benefits, and network status (see table #8). 
Director 
data 
Table 8. Proximal Outcomes-Director Interviews 
Proximal outcomes 
Member participation 
-member involvement 
-volunteerism and leadership 
-recruitment and retention 
Cooperation 
-for network success 
--short-term 
--long-term 
- or business success 
Table 8. (continued) 
Commitment 
-to another business member 
-to the network 
-to the industry 
Mediating benefits 
-technology 
-innovativeness 
-marketing/advertising/promotion (brochures, websites, events, 
newsletters, general area attractions) 
-educational opportunities/information exchange (training, continuing 
education, certification, assistance, seminars/programs, conventions, and 
communication tools) 
-public policy (tax law, state licensure, continuing education 
requirements, sign ordinance, and general ''public-good") 
Direct benefits 
-group discounts (lower costs for insurance and worker compensation 
premiums) 
-contest/awards/prizes 
-own for-profit organization 
Network status 
-individual business 
-network 
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Like the proximal outcomes, the distal outcomes emerged from directors' responses 
to the following set of questions: "What services does the association provide to members?" 
"What are some of the organization's major accomplishments?" "Why would a business 
want to join your organization?" "What do you expect for the NETWORK in the future?" 
"What are some of the organization's major challenges?" "Are there any problems or issues 
that keep the association from reaching its full potential?" and "What advice would you give 
other businesses that would like to start an organization?" The major categories of distal 
outcomes from the director interviews include: 1) business success, 2) industry success, 3) 
network performance, and 4) community involvement. 
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Business success: 
Business success refers to the networks ability to increase the individual business 
member's overall business success. This can range from increasing overall profit and 
longevity to the overall well-being and safety of the business. Despite the belief that 
business success is the primary purpose of business networking, only thirteen of the 27 
directors stated outright in the interviews that this was either a network accomplishment or a 
reason to join3. Furthermore, only two quotes were identified from the data that stated 
specifically the increase in financial wealth. The first quote fell under the question of "why 
join" with the director stating: "Because they are looking for other ways to add income to 
their operation" (Director #1). The second quote comes from the statement made by the 
director of an industry-based association when explaining the networks' accomplishments: 
" ... we have a tremendous impact on the profitability of [business members] because of the 
many services we offer ... " (Director #6). Besides the quotes above, the network directors 
mainly discussed business success in terms of the livelihood or safety of the businesses. 
It 's awful lonely to be by yourself. Joining an association makes a lot of sense. There's the 
comradeship, the social activities, getting together to solve common problems, it just, there's 
a lot of services that we provide our [businesses]. They also get discounts in the group 
discount programs, their workers compensation, which is a financial advantage for many of 
our [businesses], and to belong to an association is a great opportunity for them to meet their 
own types of [businesses], their peers in the industry, and to discuss, like I said, common 
problems, and probably could find solutions to those problems (Director #2). 
**************************** 
I think because they realize what our benefits are. They realize that when you start out there's 
so much to learn. There's been the myth that all you need to do is buy some 
[materials] ... and .. . let your county government know that you 're in business, put out a sign, 
and that's it. And that's true, but that's not the essence of being successful. They still come to 
realize, uh oh, my money for advertising is not going far enough, I can't afford a website. Uh, 
what are other [businesses] doing? What's on the cutting edge, I don't know these things. 
3 Although many of the directors did not outright state that the network increased business success, in the 
majority of the twenty-seven network mission statement the purpose of business success is a primary goal or 
objective. 
And this is what we 're hearing from them, that people like to be together with like, and I'm 
sure the gift shop owners like to get together as gift shop owners. There's something about an 
attraction there (Director #7 ). 
**************************** 
I would guess the single biggest reason these days in [the state] ... isfor their own safety, 
protection, and economic .. . benefit and success (Director# 15 ). 
Industry success: 
The second theme under the distal outcomes is industry success. Industry success 
refers to the perception of the networks ability to influence the overall success of the 
industry. The majority of the directors who mentioned the networks' effect on the industry 
were referring to the networks ability to influence some sort of public policy. This can be 
seen from the examples below: 
Well, we have many. But one probably the most significant accomplishment I am going to 
generalize here but it is the creation of a very favorable environment in the business of 
[industry] in [the state]. [The state] laws have also always been very progressive when it 
comes to the kind of powers and services available to our [businesses] and that has occurred 
through years of effective government relations or effective representation I should say at the 
state house and a very active grassroots involvement from [businesses} (Director #6). 
**************************** 
But the main reason is, again I keep referring to it as [a business] movement, not an industry. 
And you need an organizing force to keep the movement cohesive and moving forward... The 
[industry} movement itself is growing at strong pace and I like to think that we have a major 
role in that. Just last year we passed major legislation that will allow [businesses] to serve 
many more members. it was a huge effort that took over a year to accomplish against a, 
initially somewhat hostile legislature and we are able to pass that and I would say that's 
probably the major accomplishment recently. Uh, a few years back there was a similar effort 
at the federal level that we were also successful in passing federal legislation along with all 
the other states. All this has helped to allow [our industry} to grow, to have more members 
and become more sophisticated and offer the services that ... members want (Director#13). 
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The director of an industry-based association explained the networks role in industry success 
a little differently, stating that the business network has been central to creating a "whole new 
system" of doing business. As a result, other states and other industry associations have 
adopted the networks model where currently this new way of doing business is happen across 
the nation. 
Well, as I pretty well explained, creating a whole new system for providing panels of doctors 
and managed care that now is just about across the entire nation, or is across the entire 
nation. And uh, dealing in a completely new way of doing business from what traditional 
associations have done (Director #15). 
Network performance: 
The third theme is network performance. Network performance is identified as the 
networks ability to achieve its given goals, mission, or purpose. Network performance is 
addressed by looking at what directors claimed as high performing networks, through the 
advice given for what is needed to be successful network, and through what is expected for 
the future the organization. The definition of network performance involves three 
components. First, network performance includes establishment and achievement of 
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organizational mission or goals. Second, network performance involves a discussion of what 
the network does. Finally, network performance includes the ability to address the different 
needs of a diverse membership. 
The mission, goals, and objective of the organization are stressed as an important part 
in the establishment of the organization. The director of an Iowa business network referred 
to the development of a mission or objective of the organization, which give purpose to the 
organization as primary concern in order to have high performing network: "My biggest 
advice would be, there should be a solid purpose ... businesses usually are looking for help in 
gaining knowledge, you know how to do their business" (Director #8). The director of 
community-based network reinforces the point of establishing purpose through 
organizational goals by addressing the question of what advice would you give for starting a 
business network, the director responded: 
I think they need to have common and specifically defined goals, and most of all, they need to 
know, not only what they're doing, they need to know why they're doing it. We're going to 
start a chamber because we 're going to help [the county]. All right. How are you going to 
help? Oh, hadn't thought that much .... So you need to have common, defined goals that 
allow you to start prioritizing, this is our first project, we need to do ABCD and this is our 
second project, we need to ABCD in it, and if you can, if you have a really solid outline, that 
will give you the direction you need to be successful, and you 're not just going out in fifteen 
different directions. Doing a little bit of everything but accomplishing nothing (Director 
#JO). 
Finally, the director of community-based industry when asked the same question regarding 
"what advice would you give" stated: 
l would ... encourage them to find a couple simple things for them to do that will provide them 
with some relatively simple successes. Some successes early on are very important. One of 
the successes I think I forgot to mention is my community, probably because of its lack of city 
administrator, was not very big into applying for grants, and one of the things that we did is 
work with the city ... to get some funds to provide down payment assistance for people or home 
rehabilitation, although we didn 't, it's just bringing the resources here. We didn 't write the 
grants, we didn't administer the grants, it 's just working with the organizations that do. I 
don 't know, we probably helped to bring about, l don't know, half a million dollars in the last 
couple of years here in federal HUD dollars to Washington for the community (Director#27). 
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The second part of network performance deals with specific examples of what "self-
identified" high performing business networks are doing. The first example can be seen 
through a quote by a director of an Ohio association stating the many different projects that 
network has taken on: 
Well, we do a lot of things. We do lobbying on the state and federal level. We do a lot of 
educational activities, workshops, seminars, conferences. We provide labor negotiation 
support for our companies, and HR support for all of our companies. We have the 
opportunity for them to network. We have a ... contest every year to give bragging rights to a 
company to help them in marketing. We raise money for scholarships. We 're very involved 
with the 48 ... high school programs in the state, helping them get .. . certified, and having 
forums so they can talk to each other because there wasn't one in the state before. We work 
with .. . programs at the collegiate level around the state, help support them. We do a lot with 
the environment and safety ... [so] ... our members [are] ... able to work with comp groups, 
anything that would help the bottom line of our companies. We're buying [name of company] 
and trying to prepare for the future, trying to get people in the industry, assist the industry 
(Director #25 ). 
Another example of an organization that has developed and maintained many different 
projects is a Nebraska association: 
Well, first of all, they get to come to the conventions. They get to attend the schools, they get 
to join the contest, they get to have their insurance with us, they get to have their liability 
insurance through us, they are represented in the legislature, they have the legal hotline. It 
would be almost suicide not to belong (Director# 18). 
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The final part of network performance involves the association's ability to address the 
diversity of needs of members. Business networks may be confronted with an array of 
difficult challenges when it comes to confronting member needs and wants. For example, 
older networks may have members who have been around for a long time and newer 
members who have just joined or issues of larger versus smaller businesses. The needs of 
older and newer members and larger and smaller businesses can vary greatly. 
Well, it's a multifaceted. That's why its so challenging because still you have tiny 
[businesses] that are just 1 person shops and we have got [businesses] with over a billion, 
with billion dollars in assets, so they have very different needs. . .. we try to do our best to 
fulfill everyone's needs while still not, you know the risk is that you try to do everything for 
everybody and you end up doing nothing for anyone .... but we provide educational 
programs, we provide forms or organized round tables of various groups. We have got a 
group of CEOs of over 100 million dollar [businesses] that meet, we have got small 
[business] round tables (Director#13). 
Another challenge involves a diversity of professions within the organization. Typically, this 
is more of challenge for community-based organizations, but it is not solely a community 
business network problem. As explained by a director from Ohio, the diversity of 
professions within a given industry can be very challenging. 
The diversity of the profession. There are a lot of specialties and we want to make sure they 
are relevant to everybody in the organization regardless of [what they do]. That 's probably a 
big one. Helping [members] as a business. A lot of them are trained [professionals], but they 
need help in terms of running a small business, which we really don 't do. That gets to be a 
pretty big challenge. Um, those are the, a couple of the biggest ones that are out there 
(Director #22). 
While the ability to address an array of member needs and wants is a major challenge, it is 
also one of the most important parts of the organization. As stated by the director of an 
industry-based network, when asked what he saw for the future of the network, he responded: 
We will continue to keep the finger/pulse on the membership and in many respects we will 
continue to provide them with the information they need to, to do their job better, to better 
serve their communities. At the same time we will continue to react to the needs of the 
membership and do all we can to support there business (Director#6). 
66 
Community involvement: 
The final theme is community involvement. Community involvement has two 
different components: community betterment and economic development. Both of these 
components involved some sort of giving back to or bettering of the local community. 
Community betterment encompasses the networks involvement in community fundraising 
efforts and community beautification efforts. The director of a community-based association 
offers insight to the different kinds of community activities the network is involved with: 
I think the Christmas decoration program. I think it's added, we were probably more of a 
community based service [network], maybe more than going around to each business and 
give you a business plan and this will help your profits one percent, two percent... Obviously 
the Christmas decoration program, and the fact that when people see the decorations, they 
know the [business network]. .. organized this, has raised the money, and when they recognize 
this they say, well those are the businesses, and hopefully they will feel the need to go and 
patronize these businesses and thank them for projects like that (Director# 10 ). 
The director of Minnesota business network also explained the networks role in community 
betterment efforts. 
We have held some fundraisers ... we usually do one, at least, a year. We have started having a 
waffle-day and that brings in some funding for us to use that towards something in 
community. We provide ... drawings during the year ... people .. . come into businesses put that in 
a box and we then give our prizes ... Actually we call it '[City] Cash ' and we give that out as 
gifts and they can use it in businesses .. . as cash to purchase things. We have given money to 
couple of organizations in town for things that they needed. We have contributed money to the 
local library for some of there programs. The [network] also sponsors a unit in area 
parades. its three cars they are driven by local people that's something we have contributed 
towards .... We have put on afunfest, which is a local summer ... one-day activity that we help 
with. In August we have a new comer's picnic because there are several new families in 
[town] in the last year (Director #26 ). 
A final quote on community betterment comes from the director of Ohio association: 
We' re ... bringing in some more of the community functions, like at Easter and Christmas 
we 're going to be giving away buskets to needy families. Things like that that they didn 't 
have for the past few years. So we 're trying to get more .. . to promote the business in the 
[area] ... (Director#3). 
The second component of community involvement is economic development. 
Economic development refers to providing an economic base to a local community through 
attracting new businesses or helping already existing businesses expand. In the case of the 
business networks, economic development helps already existing businesses and industries 
expand. According to one director, the network plays " ... a key role in economic 
development" (Director #19). This point is echoed by the director of a community-based 
organization stating: 
We 've ... helped a number of industries to expand. There are not tremendous numbers of 
new industries that are moving into [the state], let alone expanding, so we, since I've been 
here the last five or six years we haven't had new industries moving here. We've helped the 
ones that are here expand. I do believe that [the network] over the course of its life since 
'86 has probably helped three new industries come here (Director #27). 
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The director of a community-based association explains how the business network plays an 
indirect role in community development just through normal organizational operations. 
One service we kind of, we do here at the [network], we distribute all the tourism information 
for our city ... And obviously there 's an indirect benefit to our residents, because if we bring 
people to their community hopefully they 're going to shop in their stores, eat at their 
restaurants, stay at their motels (Director# I 0 ). 
To recap, the distal outcomes identified within the director interviews include 
business success, industry success, network performance and community involvement (see 
table #9). 
Director 
data 
Table 9. Distal Outcomes-Director Interviews 
Distal outcomes 
Business success 
-increased profitability 
-longevity 
-well-being and safety 
Industry success 
-perception of influence on industry 
-public policy 
-system change 
Network performance 
-addressing different needs 
-mission/goals 
-network success 
Community involvement 
-community betterment 
-economic develo ment 
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CHAPTER SIX: DISCUSSION OF RESULTS 
Integration of Individual Concepts 
The integration of the literature, the data from the member surveys, and the data from 
the director interviews is essential for understanding the concept of organizational 
effectiveness of business networks. According to the logic of the emergent perspective, the 
various social constructions of business network effectiveness should be different in some 
respects but also complimentary. In other words, the emergent theory posits that because 
organizational effectiveness is a social construction, the meaning of what is effective will 
possibly differ from one group to another. This perspective further tells us that there is a 
possibility of having a "socially agreed upon reality" of effectiveness meaning that business 
network effectiveness, despite the fact that it is a social construction, an agreed upon reality 
of effectiveness may emerge. For the purpose of this discussion, I will elaborate the 
literature and the member data and then integrate them with findings from the director 
interviews. Furthermore, each outcome, proximal and distal, will be discussed one by one, 
where each one of the three perspectives makes up a grouping of socially constructed 
perceptions of business network effectiveness (see table #10): 
Table 10. Integration of Literature, Members, and Directors 
Literature [ Members [ 
Directors 
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The proximal outcomes will be discussed first and in the following order: 1) network 
involvement, 2) cooperation and trust, 3) commitment, 4) communication, 5) network 
benefits, and 6) network status. 
Network Involvement 
The first of the proximal outcomes to be discussed is network involvement (see table 
#11). 
Table 11. Integration of Network Involvement 
LITERATURE: MEMBERS: 
Member involvement 
-join for purpose of business success 
Leadership 
Network involvement 
-position 
-frequency 
-position 
Volunteerism (applied only) 
Recruitment and retention 
-assessment tools 
Continued involvement 
-effective management, up-to-date 
information, influence public policy, 
enroll new members, and prestigious 
members 
DIRECTORS: 
Member involvement 
-low and high involvement 
Leadership 
-volunteerism 
-commitment 
Recruitment and retention 
-fundamental part of organization 
-"how to" 
--offer useful benefits 
--maintain standard of integrity 
--create environment of inclusion 
I 
--continually adjust to member needs/wants 
The literature addresses network involvement as the joining of businesses to either a 
network or a strategic alliance, which can increase business capabilities or increase resource 
exchange (Human and Provan 1996; Gulati and Gargiulo 1999; BarNir and Smith 2002). 
Whereas network involvement from the member surveys did not go as far as testing whether 
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high levels of network involvement increase business capabilities or resource exchange4, the 
findings suggests that despite the a wide range of membership involvement (in terms of 
serving as an officer, on the BOD, on committees, or attending general meetings) the 
frequency of which members participate is 16.4% served as officers, 19.9% served on the 
board of directors, 35.7% served on a committee, and 38.6% attended the last meeting. 
This suggests a range of involvement by the members in various positions within the 
organization. When the data from the director interviews is inserted, the discussion reveals 
more depth than is provided by the literature and the members. According to the directors, 
membership involvement not only ranges from nearly non-existent to full member 
participation, but it also is considered an ongoing challenge for the organization to overcome. 
Despite the varying extent to which members are involved, the directors stated, in general, 
the members could be counted on when they are needed and also mentioned businesses 
typical join to be served not to serve. Finally, the directors also addressed the fact that 
member involvement, in the overwhelming majority of cases, is a voluntary decision. 
Therefore, the level of member involvement would most likely continue to be a problem 
resulting in small proportions of the overall membership involvement. 
The second part of member involvement deals with leadership. The literature has a 
variety of ways of discussing leadership from management and board of directors to planning 
strategies and assessment tools (Thorelli 1986; Bresser 1988; Borch and Huse 1993; Nelson 
2004). In most cases, leadership is seen as an occupied position within the organization. 
Specifically, leadership is seen as a position that can direct and control the overall function, 
4 This process was not done because I am not testing findings from the literature; rather, I am attempting to 
address the social construction of effectiveness. 
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mission, objective, or purpose of the organization. The questions from the member surveys 
addressed the leadership in terms of management or looking at leaders as other than the 
members and referring to leaders as management. The member survey looks at management 
effectiveness and the level of importance an effective management is to the network. In 
either case, management effectiveness and importance of management effectiveness, 
members state that management/leadership is important reporting a mean of 3.89 for 
effectiveness of current management (l=strong disagree; 5=strongly agree) and a mean of 
4.30 for importance of effective management (l=very unimportant, 5=very important). 
When the data from the director interviews is interjected, a qualitatively different concept of 
leadership emerges, moving away from positions of leadership toward the idea of 
volunteerism and commitment as leadership. Unlike the literature and members, the 
directors said nothing of leadership as a position within the organization. 
The final part of network involvement deals with recruitment and retention. Beyond 
the applied literature (Chisholm 1998; Nelson 2004), issues of recruitment and retention are 
not a part of the discussion. In the case of the applied literature, various methods for 
assessing organizational involvement are discussed, specifically looking at how to attract 
members and how to keep current members. There are five questions from the data analyzed 
in this study that deals with retention or motivation to continue involvement with a business 
network from the member data. The questions (l=very unimportant, 5=very important) 
address importance of effective management (mean of 4.30), importance of ability of 
association to provide up to date information (mean of 4.29), the effectiveness of the 
association in influencing public opinion/legislation (mean of 4.25), the continued 
involvement of long standing or prestigious members (mean of 3.70), and importance of 
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ability association to enroll members (mean of 4.06). Four out of the five mean scores are 
above 4.06 (or important). Hence, the data from the member surveys suggests that 
importance for staying involved in the organization (or reasons for retention) include 
effective management, ability to provide up to date information, effectiveness of influencing 
public policy, ability to enroll members, and continued involvement of prestigious members. 
Integration 
Table 12. Integration of Network Involvement 
Network Involvement Proximal Outcomes 
Member involvement 
-join for purpose of business success 
-wide range of involvement (low and high) 
-ongoing challenge 
Leadership 
-position 
-volunteerism 
-commitment 
Recruitment and retention 
-important (effective management, up-to-date information, influence public policy, enroll 
new members , and prestigious members) 
-fundamental part of organization 
-solutions (offer useful benefits, maintain standard of integrity, create environment of 
inclusion, ad'ust to member needs/wants). 
As stated earlier, the majority of the directors address either member recruitment or 
retention as an important part of the business networking. In many cases, the ability to 
recruit and retain members is the fundamental measure of business network effectiveness. 
"Number one would be to try to maintain a membership. As I said, money is not our 
problem. Our problem is actually maintaining membership" (Director #21). Finally, the data 
from the director interviews reveals a sort of step-by-step method for recruiting and retaining 
showing the network needs to do such things as offering useful benefits, maintaining a 
standard of integrity, creating an environment of inclusion, and continually adjusting to 
member needs and wants. 
Cooperation and Trust 
The proximal outcomes of cooperation and trust will be discussed together, namely 
because the concepts appear to be interrelated in both the literature and the member 
questionnaire (see table #13). 
Table 13. Integration of Cooperation and Trust 
LITERATURE: 
Cooperation 
-Network success 
-Business success 
Trust 
-overcoming opportunism 
-network and business success 
\ DIRECTORS: Cooperation 
-for business success 
-for network success 
--short-term 
--long-term 
MEMBERS: 
Cooperation 
-low risk 
-high risk 
Trust 
/ 
The literature on cooperation (Jarillo 1988; Malecki and Tootle 1996; Ramaseshan 
and Loo 1998) and trust (Borch and Arthur 1995; Zaheer et al. 1998; Kale et al. 2000) is 
diverse. The literature addresses cooperation or cooperative behavior in terms of strategic 
alliances or joint ventures for determining whether cooperation is useful in improving 
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business success and network performance (Malecki and Tootle 1996). Despite the fact that 
I did not use the data from the member surveys to address the overall effect of cooperation on 
either business success or network performance, two types of cooperation do emerge. The 
first type deals with cooperation involving low risk resource exchange (i.e.-referring 
customers, visiting businesses, sharing information). 
The second type of cooperation involves high risk resource exchange (i.e.- sharing 
of resources). The data depicts more members engage in cooperation involving low risk 
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resource exchange than high risk resource exchange. The data from the directors suggests 
similar findings from that of the literature, in that cooperation is tool for influencing business 
and network success. The primary example of business success given involves businesses 
working together to solve a problem helping out all parties involved in the process; the 
opposite side of this argument involves lack of cooperation resulting in the inability for the 
network to achieve intended goals. In other words, cooperation is in the best interest of those 
involved. The directors also mention issues of network success in the short- and long-term. 
In other words, multiple directors mention the fact that short-term goals (and successes) are 
crucial for the continued success of the network. Without these short-term successes, the 
network has a tough time showing members and potential members that joining is a 
worthwhile venture. Long-term goals are also important because they give direction and 
legitimacy to the organization. 
The second part of this discussion deals with trust. The literature looks at trust as a 
tool for overcoming opportunism, or business members who take advantage of the network 
or alliance without giving back to it, and as a tool for network success directly and business 
success indirectly (Borch and Arthur 1995; Zaheer et al. 1998; Kale et al. 2000). Trust from 
the member data again does not measure outcomes of business or network success5. The data 
from the member surveys suggests varying levels of trust among the business members of the 
twenty-seven networks. The data from the director interviews did not appear to discuss 
issues of trust. However, implied in both cooperative behavior and commitment from the 
members, trust seemed to be a part of the equation; it just is not explicitly stated. 
5 The same data set used by Besser and Miller (2005) suggests that three variations of trust can increase or 
decrease opportunism within resource exchange. 
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Table 14. Integration of Cooperation and Trust 
Coo eration and Trust Proximal Outcomes 
Integration Cooperation 
-for purpose of achieving network success 
--two types of cooperation (short-term and long-term) 
-for purpose of achieving business success 
-two types of cooperation (low risk and high risk) 
Trust 
-overcoming opportunism 
-network and business success 
Commitment 
The third proximal outcome is commitment. The social construction of commitment 
in the literature, the member data, and the director data is as follows (see table #15). 
Table 15. Integration of Commitment 
LITERATURE: 
Commitment to network 
-propensity to network 
-perceived effectiveness 
DIRECTORS: 
Commitment 
MEMBERS: 
Commitment 
-self commitment 
-other member commitment 
/ 
-to another business member 
-to the network 
-to the industry 
The literature addresses commitment in various ways. Commitment can refer to 
commitment to a business network, joint venture, and strategic alliance (Borch and Arthur 
1995; Ramaseshan and Loo 1998; BarNir and Smith 2002). Additionally, commitment is 
looked at as the propensity to network (BarNir and Smith 2002) and the role of commitment 
on overall perceptions of alliance effectiveness (Ramaseshan and Loo 1998). The member 
data suggests varying levels of commitment among the business members (e.g., "I would 
brag about the network" and "I am willing to expend resources for the network") as well as a 
varying levels of perceived commitment of other members to the network (e.g., "When 
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something needs to get done the whole membership pitches in" and "The failure of the 
members to work together is a severe threat to the association"). 
The director interviews depict three levels of commitment: commitment to another 
business, commitment to the network, and commitment to the industry. The literature and 
the member data address commitment in terms of commitment to the business network. 
However, the data from the directors suggests commitment to the network is still very 
important with regards to the propensity to network and the effectiveness of the network, but 
it further suggests that commitment to other businesses and to the industry. 
Integration 
Communication 
Table 16. Integration of Commitment 
Commitment Proximal Outcomes 
Commitment 
-to the network 
--propensity to network 
--perceived effectiveness 
---self commitment 
---other member commitment 
-to another business member 
-to the industr 
The fourth proximal outcome is communication (see table #17). Communication 
seemed to be a central part of both the literature and the member data; however, 
communication did not come up as a central theme with the directors. The literature 
discusses communication as "linkages or relations" among business firms with 
" ... socializing agents who motivate [entrepreneurs]" (Aldrich and Zimmer 1986: 3) and 
through inter-organizational communication, which is" ... defined as formal as well as 
informal sharing of meaningful information between firms" (Ramaseshan and Loo 1998: 
448). Communication is addressed within the member surveys by asking how often the 
members exchanged ideas via a given mode of communication. 
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Table 17. Integration of Communication 
LITERATURE: MEMBERS: 
Communication Communication 
-linkages of information exchange 
-sharing of information 
-exchange of information via (newsletter, telephone, fax, mail, 
email/Internet, association sponsored events, face-to-face 
interaction, but not at formal association sponsored events) 
DIRECTORS: 
Educational opportunity and 
information exchange 
-communication tools 
/ 
The findings suggest varying levels of member communication for the purpose of 
exchanging information and ideas. Despite the fact that communication did not appear to be 
a central theme within the director interviews, the data depicts almost an identical view of 
communication. The theme of educational opportunities and information exchange suggests 
that various "tools" of communication (websites, newsletters, weekly bulletins) were 
important methods of educational development and information exchange for business 
members. 
Table 18. Integration of Communication 
Communication Proximal Outcomes 
Integration Communication 
-linkages of information exchange 
-sharing of information 
-exchange of information (via newsletter, telephone, fax , mai l, email/Internet, association 
s onsored events, face-to-face interaction, but not at formal associations onsored events) 
Network Benefits 
The concept of network benefits appeared to be the area where the literature, the 
members, and the directors differed. Despite the array of benefits addressed within all three, 
there are similarities (see table #19). A large part of the literature is devoted to resource 
exchange and sharing, educational opportunities and information exchange, increased 
technological capabilities and innovativeness, marketing and advertising opportunities, and 
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influencing public policy. First, members of a business network tend to join for the purpose 
of gaining access to critical information and for the ability to pool together and share 
resources (Grabher 1993; Human and Provan 1996; Gulati and Gargiulo 1999; Perry 1999). 
Table 19. Integration of Network Benefits 
LITERATURE: 
Many measurable benefits 
-resource sharing 
-access and exchange information 
-technological capabilities 
-innovativeness 
MEMBERS: 
Network Benefits 
-Information/education 
-Technology 
-Improving business operations 
-marketing/advertising opportunities 
-Marketing/advertising 
-Public policy 
-influence public policy 
Contest/awards/prizes (applied only) I 
DIRECTORS: 
Mediating benefits 
-educational opportunities/information exchange 
--training, continuing education, certification, 
assistance, seminars/programs, conventions, 
communication tools · 
-technology 
-improving business operations 
-marketing/advertising/promotion 
--brochures, websites, events, newsletters, general 
area attractions 
-public policy 
--tax law, state licensure, continuing education 
requirements, sign ordinance, general "public-
good" 
Direct benefits 
-group discounts 
--lower costs for insurance premiums 
--lower costs for worker compensation premiums 
-contest/a wards/prizes 
The data from the member surveys tend to agree with this assessment but went a step 
further by looking at not only information exchange but also addressing the educational 
opportunities the network provides. The data from the members depict business networks as 
a good source of information and resource exchange. The themes from the director 
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interviews tended to align with the findings of both the literature and the members in terms of 
the importance of education and information exchange. However, the difference came in the 
centrality of educational opportunities and information exchange in business networking. 
Despite the fact that the directors did not say outright that educational opportunities and the 
exchanging of information are the most important characteristics of the business network, 
educational opportunities and information exchange tended to be the primary activity of the 
organization, suggesting it to be a central process of achieving the distal outcome of business 
success. In addition, the directors offered a wide range of educational and informational 
types including training, continuing education, certification, assistance, seminars/programs, 
conventions, and communication tools. 
The second and third themes are technology and innovativeness. Technology and 
innovativeness are central foci of study within business network literature (Thorelli 1986; 
Consentino et al 1996; Malecki and Tootle 1996; Powell, Koput, and Smith-Doerr 1996; 
Chisholm 1998; Perry 1999 Kale, Singh, and Perimutter 2000; Hanna and Walsh 2002; Pyka 
and Kuppers 2002). The transfer of technological capabilities is viewed as a major asset and 
reason for joining a business network (Perry 1999), and innovation is found to be increased 
with business networking on such things as the adaptation of product, services, technology, 
or organizational structure (Piore and Sabel 1984; Perry 1999; Pyka and Kuppers 2002). The 
findings from the member survey varies slightly from the findings in the literature. While the 
issue of technology is addressed, the innovation is not. There were varying levels of benefit 
(l=no benefit, 5=critical benefit) from the network in terms of access to technology (mean of 
2.59). Innovation is not addressed but issues involving the improvement of business 
operations are and are measured according to business management skills, productivity or 
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practices, and service or product development. Almost identical to the literature and the 
member data, the directors explained that business networks offer a place for businesses to 
learn and adopt new technologies, products, services (ways of doing things) and indicated 
that the network allows members to stay "up-to-date" with what is happen in the industry. 
Similar to what the literature claims as an advantage, increased technological capabilities and 
innovativeness as way to increase business success, the directors also stress these proximal 
outcomes as important parts for achieving the distal outcome of business success. 
The literature only touched briefly on issues of marketing, advertising, and promotion 
opportunities offered by networks. Some of the applied literature argues that in order to keep 
business networks both relevant and useful to the members is to offer them " . . . avenue[s] for 
accessing the broader, mainstream economy and community" (Nelson 2004: 61). Similarly, 
the academic literature addresses issues of marketing and advertising as cooperative 
engagements among business members and how these efforts can lead to innovativeness 
(Hanna and Walsh 2002) and as a crucial part of strategic planning for both the network and 
business firm (Thorelli 1986). 
The data from the member interviews offered similar findings in terms of 
innovativeness of marketing opportunities through increased market knowledge, but 
additionally addressed perceived improvements on overall marketing. As for the directors, 
over half of the directors discussed marketing, advertising, and promoting of member 
businesses as a major benefit or service. Furthermore, the directors described different forms 
of business promotion including the use of brochures, websites, events, newsletters, and 
general area attraction materials (e.g., visitor or tourism bureaus or chamber of commerce 
materials). 
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The fourth part of network benefits deals with influencing public policy. Establishing 
political, social, and economic clout for the purpose of influencing public policy is identified 
in the literature as another tool that networks offer to promote individual business success 
(Bennett 1996; Perry 1999). The idea behind networking, in part deals with the idea of 
strength in numbers, therefore the pooling of various types of resources creates collective 
bargaining power and political sway not otherwise attainable by individual businesses. The 
literature suggests that business networking offers, particularly small and medium sized 
businesses, the needed clout for influencing policy change (Bennett 1996; Perry 1999). T 
he findings from the member data addressed perceived influence on public policy as 
an important part of business networking. Whereas the literature discusses public policy 
issues in terms of opportunity for change, the member data depicts moderate frequency of 
influencing legislation, moderate to high levels of the perceived network benefit for 
influencing policy, and a high level of importance for the association's effectiveness of 
influencing public policy. The issue of influencing public policy was also found as a major 
theme within the director interviews with fourteen of the twenty-seven stating it as a network 
benefit. The director interviews discussed public policy or legislation in terms of 
involvement that ranged from local to federal government with a majority of the directors 
mentioning some form of tax law reform-other types of policy reform or defense include 
requiring a state licensure, continuing education requirements, sign ordinance, and general 
"public-good" or well-being laws. 
The final part of network benefits deals with direct benefits. Direct benefits are not 
necessarily related to achieving distal outcomes (prizes, awards, and contests) or are related 
to distal outcomes but have not been addressed by the literature or by the member surveys 
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(insurance and worker compensation) 6. They do, however, act as incentives for joining the 
network. The concept of direct benefits is found in the data from the director interviews. 
None of the academic literature discusses these issues and only one of the applied pieces 
does. The extent of direct benefits discussed by Nelson (2004) dealt with having contests 
and offering prizes as a method for increasing member involvement. Whereas the directors 
also discussed prize giveaways and contests as a tool for increasing member involvement, 
they also saw these as benefits of belonging to the network and also added awards and award 
ceremonies as direct benefits. In addition to the awards, contests, and prizes, the director 
stated lower premiums on insurance and workers compensation premiums as a direct benefit. 
Integration 
Network Status 
Table 20. Integration of Network Benefits 
Network Benefits Proximal Outcomes 
Mediating benefits 
-resource sharing 
-access and exchange information 
-increased educational opportunities (training, continuing education, certification, 
assistance, seminars/programs, conventions, communication tools) 
-improvement of business operations 
-increased technological capabilities and innovativeness 
-marketing, advertising, and promotion opportunities (brochures, websites, events, 
newsletters, general area attractions) 
-influence public policy (tax law, state licensure, continuing education requirements, sign 
ordinance, general "public-good") 
Direct benefits 
-contests, awards, and prizes 
-group discounts (lower costs for insurance and worker compensation premiums) 
-own for-profit organization 
Similarly to discrepancies with network benefits, network status also varied among 
the literature, the members, and the directors (see table #21). 
6 Both lower premiums on insurance and worker compensation can also be categorized as mediating benefits for 
achieving distal outcomes. Specifically, access to lower premiums on insurance and worker compensation 
decrease costs, therefore increasing profits can be seen as increasing business success. Despite the fact that 
these could both be categorized mediating benefits, they will not be placed within this group for two reasons: 1) 
neither the literature nor the member data address these issues, so by placing it under a new, separate category, 
2) these differences can be more adequately highlighted. 
Table 21. Integration of Network Status 
LITERATURE: MEMBERS: 
NIA Network status 
-prestigious member 
"" .-------------i-nd_i_vi_d_ua_I--.business 
"" DIRECTORS: / 
Network status 
-individual business 
-network 
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The literature did not address the issues of network status. Network status refers to either the 
status of the business network as a whole or the status that being a member of the network 
gives to the individual business. The members were asked questions about various 
components of network status (i.e.-"The membership includes several successful and 
powerful businesses," "Membership in the association elevates my status with vendors or 
other," "The continued involvement of long standing or prestigious members," and 
"Importance of ability association to enroll members"), but the findings neither hung together 
on a factor scale nor were they consistent with how the directors addressed network status. 
Table 22. Integration of Network Status 
Network Benefits Proximal Outcomes 
Integration 
-prestigious member 
Network status 
-elevates individual business 
-network re utation 
As individual variables, the members tended to report high level of prestigious members and 
involvement and high levels of continued prestigious member involvement as well as 
moderate to high levels of elevating business status due to network involvement. The 
director also discussed the idea that the network lending credibility and elevating status to its 
members but also discussed the network as prestigious in itself. In other words, the directors 
identified the network's reputation as a benefit and reason to join the association. 
Target Population Success 
Moving away from the proximal outcomes, I will discuss the distal outcomes in the 
following order: 1) target population success, 2) network performance, and 3) community 
involvement. The first part of target population success deals with business success (see 
table #23). 
Table 23. Integration of Target Population Success 
LITERATURE: 
Target population success 
-business success-increased 
profitability, growth, risk 
resilient, longevity, increased 
competitive capabilities 
-industry expansion or 
preservation- industry-based 
networks 
-local economic 
development-community-
based networks 
DIRECTORS: 
Business success 
-increased profitability 
-longevity 
-well-being and safety 
Industry success 
-public policy 
-opening up new markets 
MEMBERS: 
Business success 
-overall business success 
-business future 
-employee change 
-longevity 
-business competitiveness 
-profitability 
I 
The literature discusses business success as the central purpose of business networking. 
Business success is defined as increases in profitability, growth of business, resilience to 
environmental constraints, longevity, and increase in competitive capabilities (Piore and 
Sabel 1984; Jarillo 1988; Baird et al 1993; Tjosvold and Weicker 1993; Consentino et al. 
1996; Malecki and Tootle 1996; Bennett 1996; Perry 1999). The data from the member 
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surveys looks at many of these concepts including overall business success, business future, 
growth, longevity, business competitiveness, and profitability. Overall, the level of 
perceived business success varied. The members also displayed a wide range of changes in 
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the number of employees over a three-year period as well as a wide range of number of years 
in business operation. 
Finally, the member data shows varying levels of perceived business success as a 
result of joining the association. The directors discussed business success in three ways: 
increases in profitability, longevity, and business well-being. Both the increase in 
profitability and business longevity are commonly addressed by the literature and the 
members. However, the issue of business well-being are slightly different than what is in the 
literature and how the members address business success. Whereas the literature and the 
members discuss business competitive capabilities, risk resilience, and business future, the 
directors place a sense of urgency on business members and overall well-being. In other 
words, the directors see the network not only as a tool for increasing business success, but it 
is also a tool that businesses in today's global climate cannot succeed (or remain in business) 
without. The directors explained that it is in the best interest of the business to join the 
network because the network offers a way for businesses to succeed through pooling their 
resources together and establishing clout (whether it economic, political, or social) . 
The second part of target population success deals with industry success. The 
separation of industry and business success involves a distinction of analysis. Business 
success refers to individual businesses ability to increase overall success. Industry success, 
however, refers to the entire industry and involves the success for all industry businesses 
regardless of whether or not they are a part of the network (i.e.-public policy changes or 
open up markets that had not been previously opened to a given industry). Industry success 
does influences individual success, but it the success of the business does require it to be a 
part of any given network. The literature addresses industry success as industry preservation 
or expansion (Piore and Sabel 1984; Malecki 1988; Perry 1999; Gulati, Nohria, and Zaheer 
2000)7. 
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The literature differed greatly in terms of types and amount of industry success 
identified (i.e.-Piore and Sabel's discussion of industries in northern Italy and southern 
Germany or Malecki's discussion of rural development) . Additionally, the literature did not 
overstate a single network's ability to influence business success or claim to know the actual 
level of causation the network had on industry success. The members were not asked 
questions on the role of the business network on industry success. The directors identified 
the themes of industry success in two different ways: public policy changes as a tool for 
influencing industry success and opening up new markets for influencing industry success. 
The perception of the networks influence on industry success is through the change or reform 
of public policy. Of the directors who stated industry success as an accomplishment, all of 
them mentioned public policy as a method for achieving industry success. There is only one 
example of industry success that slightly differs from this assessment. While also explaining 
the networks ability to influencing public policy, the director made note of the associations 
complete changing the way business is done. The director said that the network was not only 
the first organization in the country to enact public policy that allowed for the industry to 
change but was also the first network to come up with and offer its members an opportunity 
to access a new customer base. Since this change, other associations and other states have 
adopted this model, which completely changed the way in which business is done in the 
industry. 
7 Local economic development as a target population success will be discussed under community involvement. 
Table 24. Integration of Target Population Success 
Integration 
Network Performance 
Business success 
-increased profitability 
-growth in number of employees 
-risk resilient 
-longevity 
-increased competitive capabilities 
-overall business success 
-business future 
-well-being and safety 
Industry success 
-influence public policy 
-opening up new markets 
-industry expansion or preservation 
-local economic develo ment 
The second distal outcome is network performance. Network performance is 
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probably the most difficult of all to address and, in fact, could probably have been measured 
in a variety of ways (e.g., attaining benefits, engendering trust, commitment, and 
cooperation, encouraging volunteerism, leadership, ability to recruit and retain members). 
For this reason, the concept of network performance varied greatly between the literature, the 
members, and the directors (see table #25). 
Table 25. Integration of Network Performance 
LITERATURE: 
Mission/objective attainment 
-trust, commitment, cooperation 
-technology, innovation, policy, 
information, marketing 
-business success, industry success, 
community/economic development 
DIRECTORS: 
Network performance 
-addressing different needs 
-mission/goals 
MEMBERS: 
Network performance 
-ability to promote member interests 
-overall satisfaction 
I 
-how to do business networkin!! 
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The literature addresses network performance indirectly in a number of ways 
(information exchange, engendering high levels of trust, commitment, and cooperation, 
encouraging volunteerism and developing leadership) but directly as the network's ability to 
achieve its mission, goals, or objective attainment (Jarillo 1988; Tjosvold and Weicker 1993; 
Consentino et al. 1996; Malecki and Tootle 1996; Bennett 1996; Perry 1999). Attaining the 
network's goals and ultimate objective is central to network performance. If a network does 
not have cooperation, trust, and commitment the ability to achieve any given network benefit 
(access to information, increased technological capabilities, innovativeness, influencing 
public policy, etc.) becomes more difficult (Jarillo 1988; Berch and Arthur 1995; Malecki 
and Tootle 1996; Ramaseshan and Choen Loo 1998; Zaheer et al 1998; Kale et al 2000; 
BarNir and Smith 2002;). 
Furthermore, the network's ability to achieve its ultimate mission, whether individual 
business success, industry expansion or preservation, community betterment, or economic 
development is also significantly decreased (Thorelli 1986; Berch and Arthur 1995; 
Consentino et al. 1996; Human and Provan 1996; Malecki and Tootle 1996; Powell et al. 
1996; Donckels and Lambrecht 1997; Grabher and Stark 1997; Perry 1999; Uzzi 1999; 
Gulati and Gargiulo 1999; Kale et al 2000; Hanna and Walsh 2002; Pyka and Kuppers 2002). 
Finally, in the applied literature, a method for "how to do business networking" is addressed 
(Chisholm 1998; Nelson 2004). The applied literature suggests continual assessment of 
member needs and wants and changing the network (in terms of goals or structure) to meet 
these needs and wants will result in a high performing network (Nelson 2004). 
The data from the member surveys uses the same line of logic for overall network 
performance by addressing such issues as the association's ability to promote member 
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interests and to influence optimism of business future as well as issues dealing with the 
overall degree of satisfaction with the network. While network performance is not tested in 
terms of how well the business network achieves its given goals, missions, or objectives, the 
member data suggests varying levels of network performance. Three different themes of 
network performance are identified in the data from the director interviews: 1) ability to 
address differing member needs, 2) ability to achieve organizational mission, goals, or 
objectives, and 3) a general concept of network success. The theme of mission, goal, or 
objective attainment by the directors holds the same idea as is touched on by the academic 
and applied literature as well as by the members. However, differences arise in both ability 
to address differing and possibly competing member needs and through advice given by the 
directors for how to do business networking successfully. The members did not have the 
opportunity to answer questions involving general network success. The academic literature 
does not address these issues. However, the findings and suggestions from the applied 
literature are nearly identical to the findings from the director interviews in that they both 
discuss the need to stay in tune with what the member want and need and refer to "how to 
successfully run a business network." 
Integration 
Table 24. Integration of Network Performance 
Network Performance Distal Outcomes 
Network performance 
-ability to promote and address different needs and wants of members 
-achieving network mission, goals, or objectives 
--importance of trust, commitment, cooperation 
--measure of performance (technology, innovation, policy, information, marketing which 
lead to business success, industry success, community/economic development) 
-how to do business networking 
-overall satisfaction 
Community Involvement 
The final distal outcome is community involvement. The concept of community 
involvement is similar among the three perspectives (see table #25). 
Table 25. Integration of Community Involvement 
LITERATURE: 
Community support/social 
responsibility 
MEMBERS: 
Community involvement 
-organizational involvement 
Target population success 
-local economic development 
-donating of time, money, or knowledge 
DIRECTORS: 
Community involvement 
-community betterment 
-economic development 
The literature confronts community involvement in terms of community support, 
business social responsibility, and economic development (Piore and Sabel 1984; Malecki 
1988; Malecki and Tootle 1996; Perry 1999; Gulati, Nohria, and Zaheer 2000). In other 
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words, businesses involved in business networks are more likely to become involved in local 
community organizations, lend financial and technical support to community projects, overall 
becoming more social involved and responsible to the local community (Malecki and Tootle 
1996). Additionally, business networks offer an economic base in communities allowing for 
more development opportunities locally. Whereas the literature addresses community 
involvement as community support, social responsibility, and economic development 
opportunity, the members were asked questions on community involvement in terms of 
involvement with community organizations or the donation of time, money, or knowledge. 
The directors identified the community involvement in much the same way as the literature, 
but offer a bit more insight into what is meant by community betterment and economic 
development. The themes founded in the director interviews deal with community 
betterment, which includes fundraising efforts and community beautification projects, and 
economic development, which includes providing an economic base and a stable flow of 
financial capital through the community. 
Table 26. Integration of Community Involvement 
Communit Involvement Distal Outcomes 
Integration Individual business involvement 
-social responsibility 
-involvement in local community organizations (donating of time, money, or knowledge) 
-economic development 
Network involvement 
-community betterment (beautification) 
-community support (fundraising projects) 
-economic develo ment 
Integration of All Concepts 
When the proximal and distal outcomes from the literature, the members, and the 
directors are integrated, a social construction of business network effectiveness is seen as 
follows (see table #27): 
Table 27. The Social Construction of Business Network Effectiveness 
Business 
network 
effectiveness 
Proximal outcomes 
Member involvement 
-join for purpose of business success 
-wide range of involvement (low and high) 
-ongoing challenge 
Leadership 
-position 
-volunteerism 
-commitment 
Recruitment and retention 
-fundamental part of organization 
-solutions (offer useful benefits, maintain standard of 
integrity, create environmerit of inclusion, adjust to 
member needs/wants). 
Continued involvement 
-effective management, up-to-date information, 
influence public policy, enroll new members, and 
prestigious members 
Distal outcomes 
Business success 
-increased profitability 
-growth in number of employees 
-risk resilient 
-longevity 
-increased competitive capabilities 
-overall business success 
-business future 
-well-being and safety 
Industry success 
-influence public policy 
-opening up new markets 
-industry expansion or preservation 
-local economic development 
Network performance 
-ability to promote and address different needs and 
wants of members 
-achieving network mission, goals, or objectives 
--importance of trust, commitment, cooperation 
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Table 27. (continued) 
Cooperation 
-for purpose of achieving network success 
--two types of cooperation (short-term and long-term) 
-for purpose of achieving business success 
-two types of cooperation (low risk and high risk) 
Trust 
-overcoming opportunism 
-network and business success 
Commitment 
-to the network 
--propensity to network 
--perceived effectiveness (perceived self commitment 
and other member commitment) 
-to another business member 
-to the industry 
Communication 
-linkages of information exchange 
-sharing of information 
-exchange of information (via newsletter, telephone, 
fax , mail, email/Internet, association sponsored 
events, face-to-face interaction, but not at formal 
association sponsored events) 
Mediating benefits 
-resource sharing 
-access and exchange information 
-increased educational opportunities (training, 
continuing education, certification, assi stance, 
seminars/programs, conventions, communication 
tools) 
-improvement of business operations 
-increased technological capabilities and 
innovativeness 
-marketing, advertising, and promotion opportunities 
(brochures, websites , events , newsletters, general area 
attractions) 
-influence public policy (tax law, state licensure, 
continuing education requirements, sign ordinance, 
general "public-good") 
Direct benefits 
-contests, awards, and prizes 
-group discounts (lower costs for insurance and 
worker compensation premiums) 
Network status 
-prestigious member 
-elevates individual business 
-network reputation 
--measure of performance (technology, innovation, 
policy, information, marketing which lead to business 
success, industry success, community/economic 
development) 
-how to do business networking 
-overall satisfaction 
Community involvement of individual business 
-social responsibility 
-involvement in local community organizations 
(donating of time, money, or knowledge) 
-economic development 
Community involvement of network 
-community betterment (beautification) 
-community support (fundraising projects) 
-economic development 
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CHAPTER SEVEN: CONCLUSION 
Business network effectiveness is a social construct with a negotiated social reality. 
Through the examination of businesses of networks and directors of networks, the emergence 
of what business network effectiveness looks like begins to surface. When the findings from 
these two groups are compared and contrasted with each other and with the literature, a more 
broad and inclusive social construction of network effectiveness emerges. Both similarities 
in definitions of what is effectiveness emerge, but so do major differences. The major 
findings of this research include: 
Proximal outcomes: 
1. Member involvement is important, is an ongoing challenge, and businesses involved 
to increase business success; however, definitions of member involvement are vast: 
encompassing a wide range of meanings of what is high and what is low member 
involvement, how central to the organization member involvement is, to what degree 
of difficulty this challenge is to the network, as well as what is meant by "business 
success. " 
2. Leadership and volunteerism are important to network effectiveness; however, 
leadership can be considered position within the organization, the amount and type of 
volunteerism given to the organization, or the commitment members have to the 
organization. 
3. Recruitment and retention are an important part of network effectiveness; however, 
recruitment and retention can be addressed as a fundamental part of the 
organization's existence, there are different areas of the organization that are more 
or less important to the members continued involvement, and there can be multiple 
ways to successfully recruit new members and retain existing members. 
4. Cooperation and trust are important for achieving both network and business 
success; however, cooperation can involve high and low risk resource exchange 
engagements and short and long-term engagements, and may vary greatly in what is 
meant by network and business success; trust can be used to overcome opportunism, 
may vary greatly between the members, and may also vary in what is meant by 
network and business success. 
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5. Commitment is important to the network and involves varying levels; however, 
commitment can be seen as commitment to the network, to the industry, or to another 
business, it may encourage networking to take place, and it may vary greatly among 
members. 
6. Communication is important to the network and acts as a mode of information 
exchange; however, communication can be done in many different ways. 
7. Benefits are a primary function of the network and act as both a reason for 
businesses to join and act as a intermediary to overall business success; however, 
benefits can include sharing and exchanging of resources, accessing information, 
improving business operations (management skills), increasing technology transfer 
and innovativeness, improving marketing, advertising, and promotion, and influence 
public policy (many types of policies from tax codes to licensure), and benefits may 
also include direct benefits of contests, awards, prizes, and group discounts 
(insurance and workers compensation). 
8. Network status is a part of network effectiveness; however, network status means 
many different things from involvement of prestigious members to elevation of 
individual businesses to network reputation. 
Distal outcomes: 
1. Business success is a primary reason for joining a business network; however, 
business success includes a wide range of meanings including increased profitability, 
business competitive capabilities, and growth, risk resilience, business longevity, 
business future, and business livelihood (or it is in the best interest of the business to 
join for the sake of the business' future). 
2. Industry success is part of network effectiveness and involves influencing of public 
policy; however, industry success can be measured in changing, expanding, or 
preserving the industry and through local economic development, and the type of 
public policy being influenced can vary. 
3. Network performance is crucial to network effectiveness; however, network 
performance can be measured in terms of a business network's ability to achieve 
given goals, objectives or mission, it can be measured in the ability to promote and 
address the differing needs and wants of its members, or it can be measured through 
an array of proximal outcomes (i.e.-trust, commitment, and cooperation or 
increased technological transfer, innovativeness, information exchange, educational 
opportunities, marketing opportunities, or influencing policy change). 
4. Community involvement is an outcome of business networking and is accomplished at 
both the individual business level and at the network level; however, community 
involvement at the business level can be seen as increased awareness of social 
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responsibility, involvement with local community organizations, and local economic 
development; and community involvement at the network level can be seen as 
community betterment or beautification projects, as community support through 
financial gifts, and as local economic development. 
As displayed above, the social construction of business network effectiveness 
definitions can vary among different groups. Even if a similar idea or concept is identified as 
a part of business network effectiveness among the network stakeholders, the various 
components may differ significantly. For example, network involvement may be part of the 
business network involvement to the members of the organization, but they may think it is 
important only to the extent that the network can recruit and retain prestigious members, 
which in turn elevates the status of the organization and therefore the status of the individual 
business. Likewise, a director may identify network involvement as the level of membership 
volunteerism and the willingness of members to step up as leaders as the most crucial part of 
the organization because with limited resources and little volunteerism the organization does 
not perform to the best of its ability. 
Another prominent example can be seen with the ultimate distal outcome as a central 
measure of business network effectiveness. Whereas a business member may join with the 
hopes that the association increases his or her overall business success in terms of opening up 
new markets, increasing risk resilience, or increasing profitability, the director may identify 
network performance as the most important part of effectiveness picking out the number of 
educational programs, the amount of fundraising projects for the community, and the ability 
to buy lower premiums on health insurance as the most important part of the organization. 
It becomes obvious that the definitions of what is and what is not effective according 
to the various network stakeholders can be very problematic and the use of the emergent 
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approach, or identifying effectiveness as a social construct, is a very useful method for 
addressing organizational effectiveness issues. The use of the emergent approach for future 
research on business network effectiveness lends to multitude of opportunities. First, the 
emergent approach would be particularly useful for identifying proximal and distal outcomes 
of business network effectiveness according to the members. This should be done using the 
emergent approach. Additionally, interviewing the directors of the same networks would 
allow for more accurate comparison of emerging definitions by network stakeholders. 
Finally, whereas there is a distinct difference between the for-profit and nonprofit 
organizations, there appears to be differences between community and industry-based 
network in terms of challenges, overcoming challenges, and goals. This difference can be 
extended to the same types of networks (community and industry) in terms of size and/or age 
of the business network. In other words, small industry-based organizations in a small 
geographical location will not have all the same challenges that large state wide organization 
will have and vice-a-versa. Therefore, future research on business network effectiveness 
could also confront effectiveness according to type, size, and location of business networks. 
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BUSINESS NETWORKS 
1. Auctioneers Network 
2. Auto Dealers Network 
3. Bankers Network 
4. Bed and Breakfast Network 
5. Bed and Breakfast Network 
6. Chamber of Commerce 
7. Chamber of Commerce 
8. Chamber of Commerce 
9. Chiropractic Network 
10. Construction Network 
11. County Community Visitors Bureau 
12. Credit Union Network 
13 . Economic Development Group 
14. EnterpriseNetwork 
15. Fabric Shops Network 
16. Grape Industry Network 
17. Home Appliance Contractors Network 
18. Horse Owners Network 
19. Local Producers Network 
20. Local Tourism Network 
21. Personnel Services Network 
22. Printing Network 
23. Newspaper Network 
24. Newspaper Network 
25. Nut Producers Network 
26. Small Family Farm Network 
27. Veterinary Medicine Network 
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Business Associations --- Member Survey 
Please be assured that everything you tell us will be confidential and you may stop the 
interview at any time. 
To begin, we would like to ask you some background questions. 
Ql. Even though the (association) is a business association, we realize that some members 
do not own or manage businesses. How about you, do you own or manage a business? 
l= Yes 
2= No (Skip to Q41) 
Q2: What is the major product or service provided by your business? 
Q3. Do you consider yourself retired? 
1= Yes 
2=No 
Q4. Are you the top decision maker for this business? 
1 =Yes (Go to Q5) 
2 =No 
What is your occupation with the business? (Go to Q9) 
QS: Are you the owner of this business? 
1= Yes (Go To Q6) i 
Q6: How many years have you owned this business? 
888= refused to answer 
999=don't know 
2=No (Go To Q7) i 
Q7: How long have you managed this business? 
888= Refused to answer 
999 =Don't know 
QS: How did you get into this business? Did you ... 
1= start it from scratch 
2= Purchase it 
3= inherit it or purchase it from a family member 
4= get hired as or promoted into current position 
10= Refused to answer 
11 =Don't know 
Q9: What legal form is your business? Is it a 
l=Sole proprietorship (Skip to Q12)--------------.., 
2= partnership (Skip to Q 12) ____________ __, 
3= corporation (Go to QlO)=i 
10= Refused to answer 
11 =Don't know 
QlO: Is this business owned by anotH r company? 
1= Yes (Go To Ql2--------< 
= No (Go To Ql3) 
10= Refused to answer 
11 =Don't know 
Qll: If yes, 
where is the company tha wns this bu ness located? Is it in the 
l=same town (stop when he/she select 
2= same county 
3= same state 
4=the U.S. 
5= other 
10= Refused to answer 
11 =Don't know 
12: Do you consider this business to be a family business? 
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(Family business is one that is owned and/or managed by two or more family members 
who may/may not live in one dwelling or home. For ex. Father, child, brother, cousin, 
etc.) 
l =Yes 
2=No 
10= Refused to answer 
11 =Don't know 
Q13: In what year did this business begin its current operations in this community? 
10= Refused to answer 
11 =Don't know 
Q14: How many full-time, part-time, temporary employees, excluding yourself, now 
work for the business? 
888 =Refused to answer 
999 =Don't know 
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QlS: Thinking back 3 years ago, How many full-time, part-time, and temporary employees 
excluding yourself, did you have? (Do not include occasional employees.) 
888 = Refused to answer 
999 =Don't know 
Q16: About what proportion of your business revenue comes from customers in the local 
area (town or county)? 
888 = Refused to answer 
999 =Don't know 
Q17: About what proportion of your revenue is from sales or services to other 
businesses? 
888 = Refused to answer 
999 =Don't know 
Q18: About what proportion of your revenue is from sales or services to households or 
private consumers? 
888 = Refused to answer 
999 =Don't know 
Q19: About what proportion of your purchases of materials and services are supplied by 
local businesses (those in the same town or county)? 
888 = Refused to answer 
999 =Don't know 
Q20: On a scale of zero to ten where ten equals extreme success and zero means total 
failure, how successful is your business? 
Total failure extreme success 
0 1 2 3 4 5 6 7 8 9 10 
Q21. What was your gross sales for fiscal year 2002? 
10 refused 
11 don't know 
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The next three questions relate to the different kinds of support that businesses provide for their communities. 
How often have you provided ... Never SE oc OF Very Often RF DK 
Q22: Financial or technical assistance in 1 2 3 4 5 10 11 
community development and planning ... 
Would you say it was never, seldom, 
occasionally, often, or very often. 
Q23: Donations to local schools or youth 
programs 1 2 3 4 5 10 11 
Never SE oc OF Very Often RF DK 
Q24: Local bond issues to finance 
community improvement projects 1 2 3 4 5 10 11 
(This could take the form of an endorsement, financial or technical support or 
leadership.) 
Q25: What do you see for this business in the future? Would you say it will. .. 
l=expand Goto Q26 
2=stay the same Skip to Q29 
3=get smaller Skip to Q29 
1 O=refused to answer 
11= don't know 
Q26 Does the expansion include adding new product or service? 
l=Yes 
2=No 
Q27 Does the expansion include growth in existing products or services? 
l=Yes 
2=No 
Q28 Does the expansion include adding employees? 
l=Yes 
2=No 
Belonging to a business association may lead to cooperative arrangements with other businesses in the 
association. I'm going to read you a list of types of cooperative arrangements . For each one, please tell me 
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how often in the last year you have engaged in the activity. Was it very often, often, occasionally, seldom, or 
never. How often have you . .. .. 
Never SE oc OF Very Often RF DK 
Q29. shared resources (like equipment, 2 3 4 5 10 11 
excess inventory) 
Q30. referred customers to an association 1 2 3 4 5 10 11 
member 
Never SE oc OF Very Often RF DK 
Q31. visited the businesses of other 2 3 4 5 10 11 
association members 
Q32. worked together on a large 
or complicate 1 2 3 4 5 10 11 
Q33. purchased raw material, supplies, 1 2 3 4 5 10 11 
or equipment together 
Q34. exchanged or shared employees 1 2 3 4 5 10 11 
Q35. shared the cost of training employees 1 2 3 4 5 10 11 
Q36. shared the cost of consultants 1 2 3 4 5 10 11 
Q37. worked together to influence 
legislation 
Q38. shared information about new 
techniques, suppliers, customers, 
or technology 
Q39. worked together for marketing 
or promotion 
Q40. developed a new product or service 
with another business 
1 
1 
1 
1 
2 3 
2 3 
2 3 
2 3 
4 5 10 11 
4 5 10 11 
4 5 10 11 
4 5 10 11 
The next set of questions is related to your interaction with the people in the 
(association). 
Q41. With what proportion of the members of the association are you know on a "first 
name basis"? 
l=None or almost none 
2= about one fourth 
3= about half 
4= about three fourths 
5= all or almost all 
888= Refused to answer 
999= Don't know 
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Q42: About how many personal friendships do you have with people who are members of 
the ? 
888= Refused to answer 
999= Don't know 
Q43: Please estimate the number of people in the association with whom you have discussed 
important business matters or business plans during the last month. 
888= Refused to answer 
999= Don't know 
I am going to read you a list of different kinds of communication methods. For each 
one please tell me if you use it very often, often, seldom, occasionally, or never to 
exchange ideas with association members. 
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Never SE oc OF Very Often RF DK 
Q44. Newsletter 2 3 4 5 10 11 
Q45. Telephone 2 3 4 5 10 11 
Q46. FAX 1 2 3 4 5 10 11 
Q47. Personal correspondence (mail) 1 2 3 4 5 10 11 
Q48. E-mail or internet 2 3 4 5 10 11 
Q49. Association sponsored events 1 2 3 4 5 10 11 
QSO. Face-to-face interaction, but 1 2 3 4 5 10 11 
not at formal association 
sponsored events 
Now we would like to learn about your expectations and experiences as a member of the 
. I will read you a list of statements. Please indicate your agreement with 
the following statements. Do you strongly disagree, disagree, are neutral, agree, or 
strongly agree? 
St. Disagree D NU A St. Agree RF DK 
Q51. I can rely on the members of the __ 2 3 4 5 10 11 
without any fear that they will take 
advantage of me or my business 
Q52. In general, people in the will 2 3 4 5 10 11 
always keep their word to you. 
Q53. Most members of the are not 1 2 3 4 5 10 11 
enthusiastic about pursuing the 
association goals and mission. 
Q54. If I need something, I wouldn't hesitate 1 2 3 4 5 10 11 
to contact an association member for help. 
Q55. I hold the same ambitions and vision as 1 2 3 4 5 10 11 
the other members of the ___ _ 
Q56. The members of this association really 
care about the fate of my business 
(career/operation). 
Q57. My business does not have much to gain 
by remaining a member of ____ _ 
QSS. If given the chance, I would brag about 
the as a good organization for 
businesses to join 
Q59. As a member, I am willing to expend 
resources in terms of time, money, 
equipment or excess inventory, to 
help this association. 
1 
1 
1 
Q60. When something needs to get done in the 1 
_____ , the whole membership pitches 
in and helps out. 
Q61. Currently the failure of members to work 1 
together is a severe threat to 
the association. 
2 3 
2 3 
2 3 
2 3 
2 3 
2 3 
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4 5 10 11 
4 5 10 11 
4 5 10 11 
4 5 10 11 
4 5 10 11 
4 5 10 11 
We are interested the general advantages and disadvantages of association membership 
for your business and for yourself, personally. For the following questions, please tell 
me whether you strongly agree, agree, are neutral, disagree, or strongly disagree. 
St. Disagree D NU A St. Agree RF DK 
Q62. The benefits provided by this association 1 2 3 4 5 10 11 
have consistently improved over the years. 
Q63. The _ ____ is a good source 1 
of information. 
Q64. The costs (Dues, time, in-kind contrib, etc.) 
of belonging to this association 1 
have significantly increased over the years. 
Q65. Many times I ask for assistance 1 
from association members and fail to get it. 
Q66. Changes in my business (career) have 1 
2 
2 
2 
2 
3 4 5 10 11 
3 4 5 10 11 
3 4 5 10 11 
3 4 5 10 11 
lessened my need to participate in this association. 
Q67. The association provides excellent training 1 2 3 4 5 10 11 
and development opportunities for my employees 
and myself. 
Q68. The management of the association is 1 
generally effective. 
Q69. The association has not effectively 1 
promoted the interests of the members 
to the public. 
Q70. I have an increased awareness of my 1 
business competitive capabilities as a 
result of exchanging ideas with network 
members. 
Q71. Being a member of this association has not 1 
improved my business (career). 
Q72. I am more optimistic about the future of 1 
my business (career) since I joined this 
association. 
St. Disagree D 
Q73. The association membership includes 1 2 
several successful and powerful businesses 
from our industry (the community). 
Q74. Membership in (association) elevates my 
status with vendors or other businesses. 
Q75. Changes in the association have 
weakened/lessened my participation. 
Q76.Changes are considerably slower within the 1 
association when compared to changes 
within our industry. 
1 
1 
2 3 4 5 10 11 
2 3 4 5 10 11 
2 3 4 5 10 11 
2 3 4 5 10 11 
2 3 4 5 10 11 
NU A st.Agree RF DK 
3 4 5 1011 
2 3 4 5 10 11 
2 3 4 5 10 11 
2 3 4 5 10 11 
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Now we would like you to consider specific ways that the association has impacted 
yourself or your business (your career). For each item that follows, please think of a 5 
point scale from 1 = no benefit, to 5 = critical benefit. Using this scale, please tell me the 
amount of benefit the association provided you in the area of: 
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No Benefit High Benefit RF DK 
Q77. accessing financial resources 1 2 3 4 5 10 11 
Q78. securing new overseas 1 2 3 4 5 10 11 
customers or suppliers 
Q79. reducing personal stress 1 2 3 4 5 10 11 
Q80. securing new domestic 2 3 4 5 10 11 
customers or suppliers 
Q81. enhancing market knowledge 1 2 3 4 5 10 11 
Q82. improving management skills 1 2 3 4 5 10 11 
Q83. improving work practices 1 2 3 4 5 10 11 
or productivity 
Q84. training for employees 1 2 3 4 5 10 11 
Q85. personal emotional support 1 2 3 4 5 10 11 
Q86. greater access to technology 1 2 3 4 5 10 11 
No Benefit High Benefit RF DK 
Q87. contributing to service 1 2 3 4 5 10 11 
or product development 
QSS. accessing additional 1 2 3 4 5 10 11 
production facilities 
Q89. improving delivery or distribution 1 2 3 4 5 10 11 
Q90. improving quality 2 3 4 5 10 11 
Q91. improving marketing 1 2 3 4 5 10 11 
Q92. influencing favorable legislation 1 2 3 4 5 10 11 
Q93. providing opportunities for 1 2 3 4 5 10 11 
personal socializing 
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Q94. Please indicate your degree of satisfaction with the in general on a scale of 
1 to 5 where 5 represents the best possible association and 1 indicates the worst. 
What number would you assign the ? 
Worst 
1 2 
10= Refused to answer 
11 =don't know 
3 4 
Best Possible 
5 
Q95. Suppose that for some reason the association was discontinued, on a scale of 1 to 5 with 
1 being very pleased and 5 being very sorry, how would you describe your reaction to the 
association' s demise? 
Very pleased 
1 2 
10= Refused to answer 
11 =don't know 
Very sorry 
3 4 5 
The following questions relate to your involvement in the association. 
Q96. In what year did you join the association? 
10= Refused to answer 
11 =don't know 
Q97. Have you been an officer of the ____ ? 
1 = Yes 
2=No 
10= Refused to answer 
11 = don't know 
Q98. Have you served on the Board of Directors of the Association? 
1 =Yes 
2=No 
10= Refused to answer 
11 =don't know 
Q99. Have you served on a committee? 
1 =Yes 
2=No 
10= Refused to answer 
11 =don't know 
QlOO. Did you attend the last general membership meeting? 
1 =Yes 
2= No 
10= Refused to answer 
11 =don't know 
QlOl. Overall, how would you rate your involvement in association activities? Would 
you say you are 
1 = very active 
2= somewhat active 
3= not very active 
4=not at all active 
10= Refused to answer 
11 =don't know 
Please rate the importance of the following to your personal decision to continue as a 
member? For each one tell me if it is very unimportant, unimportant, neutral, 
important, or very important. 
VUnimp. u NU I Very Imp. RF DK 
Q102. Keeping the cost of dues low 2 3 4 5 10 11 
VUnimp. u NU I Very Imp. RF DK 
Q103. the continued involvement of long standing 1 2 3 4 5 10 11 
or prestigious members 
Q104. the continued involvement of other members 1 2 3 4 5 10 11 
who are personal friends or acquaintances 
Q105. the enthusiasm and commitment of other 2 3 4 5 10 11 
members to the association mission 
Q106. the effectiveness of the association in 2 3 4 5 10 11 
influencing public opinion and/or legislation 
Please refer to your personal motivations for staying in the ____ _ 
Do you think ... 
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VUnimp. u NU I Very Imp. 
Q107. the ability of the association to enroll new 
members is very unimportant, unimportant, 
neutral, important, or very important. 
Q108. the ability of the association to provide up to 
date new information and ideas 
Q109. the trustworthiness and congeniality of 
other members 
QllO. the opportunity to engage in profitable 
arrangements with association members 
Qlll. the effectiveness of the 
association management 
1 2 3 4 5 
2 3 4 5 
2 3 4 5 
1 2 3 4 5 
1 2 3 4 5 
RF DK 
10 11 
10 11 
10 11 
10 11 
10 11 
Q112. In the next 5 years, do you expect your participation in this association to ... 
1 =expand 
2 = stay the same 
3 =diminish 
10= Refused to answer 
11 =don't know 
Q113. In your opinion, what is the likely future of the association over the next 5 years? 
Will it 
1 = continue to grow (add new members and retaining current members) 
2 = remain about the same 
3 =decline (unable to attract enough new members to replace departing members) 
4 = discontinue operations 
10= Refused to answer 
11 =don't know 
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We are almost finished. The next questions will give us background information about 
you personally. 
Q114. What was your age as of your last birthday? 
QllS. What racial group do you consider yourself to be a member of? Do not read the 
categories. 
1 =White 
2 = African American/Black 
3 = Asian/Pacific Islander 
4 =Hispanic 
5 =American Indian/Alaskan Native 
6 = Bi or multi racial 
7 =other 
10= Refused to answer 
11 =don't know 
Q116. What is the highest level of education you have completed? Do not read the 
categories. 
1 = less than 9th grade 
2 = 9-12 th grade (no diploma) 
3 = high school grad. or equivalent 
4 = some college no degree 
5 = associate degree 
6 = graduate of vocation or technical school 
7 = bachelor's degree 
8 = some grad. work 
9 = graduate or professional degree 
10 = refused to answer 
11 =don't know 
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Qll 7. Think of the total variety of local organizations including civic groups like the Lions, 
professional and religious groups, or recreational and service clubs. How many local 
organizations do you currently belong to? 
10= Refused to answer 
11 =don't know 
Q118. Since you assumed your current position (as owner, manager, or whatever 
occupation) with this business, have you served in a leadership position in a civic 
organization or other local organization? (like PTA, Rotary, Optimists, Development group) 
1 =Yes 
2=No 
l 0= Refused to answer 
11 =don't know 
Q119. Did you vote in the last Presidential election? 
1 =Yes 
2=No 
10= Refused to answer 
11 =don't know 
Q120. How active are you in the local community? Do you consider yourself to be very 
active, somewhat active, not very active, not at all active. 
1= very active 
2= somewhat active 
3= not very active 
4=not at all active 
10= Refused to answer 
11 =don't know 
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Q121. During the last year, have you participated in any community improvement project in 
your community such as a volunteer project or fund-raising effort? Yes or no? 
l=yes 
2=no 
10= Refused to answer 
11 =don't know 
Q122. Record the gender of the respondent. Don 't ask this .. . just circle. 
1 =Female 
2 =Male 
We are very interested in your general comments and impression about ____ _ 
Would you ... 
Q123. Please provide an example of how the association helped/or hindered your 
business. 
Q 124. Is there anything else you would like to tell us about the _______ _ 
association? 
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Thank you very much for your contribution to our 
understanding of the ____ _ 
Your participation is greatly appreciated. 
Good bye and have a good day. 
116 
Interviewer Reactions 
Please record your observations regarding 
o Cooperativeness of the respondent 
o Identify questions that caused problems (highlight them in the questionnaire and note the 
kind of problem). 
o Places where transitions are inadequate or awkward. (Highlight in text with a comment.) 
o Respondent's apparent reaction to the length of the interview 
o Respondent's apparent reaction to the various topics in the interview . ... e.g. their 
relevance to this particular respondent. 
o Had she/he received the letter, etc. prior to the interview? 
o What else was notable or needs attention? 
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APPENDIXC 
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Fund for Rural America Study 
Business Networks and Rural Community Economic Vitality 
Interview with Network Director 
Please be assured that everything you tell me will be kept confidential. We will not use 
your name or any identifying features in our findings or reports. Because I want to 
make sure that I record our interview accurately, may I have your permission to tape 
the interview? 
If he/she says no, continue with the interview. Do not tape it and write down as much as 
possible. 
To begin, we'd like to ask you some background questions about the «Network_Name» and your role in it. 
What is your personal background with the organization? 
How long have you been associated with the organization? 
Why did you get involved initially? 
What role do you currently serve? 
Are you paid for the services you provide to the association? 
Now, I need to know more about the «Network_Name» itself. 
Please tell me a little about the history of the organization? 
e.g. when and how it got started and important events since then 
Please describe the "Vital Statistics" of the «Network_Name»? That is: 
What is the purpose or mission of the organization? 
How many members are there currently? 
Key characteristics of members 
Any changes in membership numbers 
Have there been any major changes in the «Network_Name» (since it's founding 
and/or since you've been involved) 
What services does the association provide to members? 
Are there any requirements of members? 
What are some of the organization's major accomplishments? 
What are some of the organization's major challenges? 
Why would a _________ want to join your organization? 
Please give me an overall assessment of the general level of involvement of members. 
(by involvement we mean attendance at meetings, providing leadership, 
serving on committees and so on.) 
What proportion of members are heavily involved? 
Has this changed over time? 
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Do members communicate with each other outside of organization meetings? Why and how 
does that occur? 
Please describe a typical general membership meeting. 
What do you expect for the «Network_Name» in the future? 
Are there any problems or issues that keep the association from reaching its full potential? 
Are there things you would like to change about the association that would improve its 
performance? 
120 
Does the association work with other associations for common purposes -- like co-sponsoring 
a workshop, supporting a lobbyist, planning a mutual event? Please elaborate how that 
happened and the reasons for the cooperative arrangement. 
What are the characteristics a person needs to be a successful director of an association like 
this one? 
Are you aware of other associations like this one that have failed? If so, what were the 
problems that led to the association's demise? 
What advice would you give other businesses that would like to start an organization? 
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